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Dr. William Muhlberg 


New President of the Association of Life 


Insurance Medical Directors of America. 
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We extend to 
The Travelers Companies 
and everyone associated with them 

our deepest and most sincere sympathy in the 


death of their president 


Louis F. Butler 


Maryland Casualty Company 
F. Highlands Burns, President 
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Life Companies Urged to Buy 


Common Stock 


New York Commissioner of Insurance, Albert Conway, Calls Meeting 
of Leading Life Presidents and Tells Them He Will Recommend 
Amendment to State Statute If Necessary 


New York State Superintendent of Insurance, 
Albert Conway, on Tuesday called a meeting of 
the heads of several of the leading life insur- 
ance companies of New York and made to them 
the surprising suggestion that because, in his 
belief, the prices of common stocks had reached 
the bottom in the market it would be a good 
thing if the insurance companies should buy 
such stock and, as a probable result, make great 
investment profits. He issued the following 
statement on the matter: 

“There has been such a drastic readjustment 
of the prices of the leading common stocks of 
the country that I took the opportunity this 
afternoon to recommend to the insurance com- 
panies the purchase of such stocks. 

“Tn addition I called into conference the heads 
of the largest life insurance companies who 
were available. These companies were unani- 
mous in their belief that the values of many of 
the leading common stocks had been read- 
justed to the point where they should be pur- 
chased. 

“Unfortunately they felt that under the pres- 
ent law their hands were tied. I stated to them 
that I would recommend to the next Legislature 
an amendment to the statute so as to permit 
the purchase of the leading common stocks of 
the country for investment purposes. : 

“The life insurance Presidents who were at 
the conference offered to return tomorrow 
afternoon and confer to see if there was any 
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way in which they could make purchases under 
the present law.” 

The meeting, apparently, was called in a great 
hurry but even so those attending included sev- 
eral of the most prominent insurance executives 
of the country: President David F. Houston, 
of the Mutual Life of New York, President 
Darwin P. Kingsley, of the New York Life, 
President Thomas IJ. Parkinson, of the Equitable 
Life, and President Edward D. Duffield, of the 
Prudential. 

Mr. Conway, in spite of the fact that only a 
few weeks ago in an address delivered at 
Toronto, Canada, he expressed himself in no 
uncertain terms on the subject of investment in 
common stocks on the part of life insurance 
companies and stated that “the Insurance De- 
partment of the State of New York will not, 
during my administration as Superintendent of 
Insurance, lend its prestige to any radical 
change in the character of life insurance invest- 
ments,” is reported to have expressed the belief 
at the meeting on Tuesday that a plan could be 
worked out in spite of the Wales-Merriam Law 
—an amendment to section 100 of the New 
York Insurance Law, which permitted life in- 
surance companies to invest, to a prescribed ex- 
tent, and under certain conditions in preferred 
stocks, but not in common stocks—under which 
life insurance companies could at the present 
time buy common stock. 

What such a plan would be was not stated. 


Another meeting between Mr. Conway and 
leading life insurance company executives was 
to be held Wednesday afternoon at a time too 
late to be commented upon before this week’s 
SPECTATOR goes to press. 

A large number of insurance executives of 
New York companies were visited Wednesday 
by representatives of THe Spectator and asked 
to express an opinion of the question of insur- 
ance companies buying common stock in the 
present market. In many instances it was im- 
possible to get any expression of opinion either 
as to the matter itself or regarding Commis- 
sioner Conway’s: statement. 

Ernest Sturm, chairman of the board of the 
American Fore group, said that he agreed with 
Mr. Conway, and added that in his opinion high- 
grade rails and industrials earning from 50 to 
100 per cent greater than their dividends, and 
showing income return that is out of line with 
value of money from a long range standpoint, 
can be profitably bought in the present market. 

Charles Higley, president of the Hanover 
Fire, said that inasmuch as the market is excep- 
tionally low, any company with a well-distributed 
portfolio such as the Hanover has, ought to 
benefit by it. 

President E. C. Potter, of the Preferred Ac- 
cident, said he thought insurance companies 
should follow Mr. Conway’s advice, and that 
his company is buying common stock as freely 

(Continued on page 18) 
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occa executives of life insurance com- 
panies everywhere are constantly on the 
lookout for college graduates and more and 
more the business is attracting men of such 
training. The Republic Mutual Life Insurance 
Company, of Dallas, Texas, however, is the 
first company I have heard of where a diploma 
is a first requisite for the new agent. Only 
college trained men are engaged by this organ- 
ization and N. G. Landrum, agency manager, 
states that he expects to continue this policy. 
It is his opinion that a young company, espe- 
cially, should avoid employing agents with past 
experience. His idea is to obtain good material 
and supervise the training along approved mod- 
ern lines of selling. The success of his depart- 
ment during the brief existence of the Repub- 
lic would appear to substantiate his theories 
along this line. 
*x* * * 

O, we don’t live any longer, it only seems 

longer. Please don’t go, this is not going 
to be the married man vs. the single man quip. 
It is another of those deathly statistics, but 
carrying a real live interest. The span of life 
has remained stationary since the dawn of re- 
liable medical history but the expectancy of 
life has increased considerably, is the conciusion 
arrived at by Dr. Louis I. Dublin, statistician 
of the Metropolitan Life, and by Professor 
Chester Hume Forsyth at Dartmouth College. 
As a matter of fact, the latter maintains that 
the span of life is actually getting shorter. Dr. 
Dublin spoke on this subject before the annual 
meeting of the American Health Association 
recently held in Minneapolis, pointing out that 
the vast improvements in medical science have 
materially added to the number of years the 
average child or young person may expect to 
live but that the aged must continue to look to 
the age of eighty as exceptional longevity. And 
further that he cannot see how the situation is 
going to be improved. There are 5000 persons 
in this country claiming to have reached the 
age of 100 but he insists that a close check on 
the individual usually shows the scantiest of 


proofs. ia war te 


ILL a good man meet with the same suc- 

cess selling life insurance in small cities 
and towns as a good man engaged in the same 
work in a large city? Barring exceptional cases 
where the agent happens to enjoy the advantage 
of a millionaire list of acquaintances, it would 
appear that the applications will add up about 
the same. The New York Life Bulletin re- 
cently discussed this question and showed that 
the big producers were by no means geograph- 
ically segregated. This same theory is also 
borne out by the manner in which the McNa- 
mara Agency of the Guardian Life has taken 
good men from small inland towns and put them 
to work in the Metropolitan district. In every 
cause, the good men kept right on getting good 
results. 


ERHAPS one of the most noble efforts 
for a new endurance record is that of 
the Associated Industries of New York State, 
Inc., which is planning the establishment of a 
“no-accident” endurance test. According to 
Maxwell S. Wheeler, president of the New 
York State Corporation, the contest will be 
a sequel to the fifth annual accident-prevention 
campaign of the association, now being carried 
on, in which 1,300 firms employing 300,000 
workers, are taking part. The association has 
offered a special award to the industry which 
completes the greatest number of working hours 
without accident. An additional award will 
be made to the firm carrying on for the longest 
continuous period without accidents. 
Contestants will be drawn from those firms 
which have a clean record in regard to accidents 
at the conclusion of the present campaign on 
November 30. All such firms will continue 
the extended drive for as long as their records 
are free from accidents. 
2 


EPORTS for the first month of the present 
annual campaign showed gratifying results, 
according to the general supervisory committee 
headed by Frank Redmond, educational director. 
At the end of the fourth week 1,226 firms, 
employing 229,194 workers,reported 53,983,506.- 
52 working hours with 1,065 accidents resulting 
in loss of time and four fatalities, a total of 
105,456.71 working hours lost through accidents. 
Of the 1,226 reporting 846 completed the first 
month without accident. In other words, 
approximately 152,055 workers completed 23,- 
901,955 hours of work without accidents. 
The record to date, however, the committee 
says, is not as favorable as that of the same 
period in 1928. There were four fatalities from 
accidents this year, compared with three last 


year.. i ta tes 


¢ ¢FEXHIS contest comes at a time when a great 
deal of surplus energy is being used in 
setting up endurance records of all kinds,” Mr. 
Wheeler pointed out. “We believe that much of 
this energy may well be directed toward the sav- 
ing of waste and misery occasioned by prevent- 
able accidents. In launching these firms on a no- 
accident endurance contest new records should 
be attained, with consequent saving of human 
life and wages. We believe that the ‘non- 
stop’ idea will appeal to both employers and 
employees of the industries of the State and 
that strenuous efforts will be put forth to reach 
new goals of safety.” 
x * & 
HILE it is only simple justice to say that 
the efforts of “lone eagles” to cross the 
Atlantic Ocean have been noble, and that box 
kite endurance contests may have their place 
in the life of adventureous boys, a “‘no-accident” 
endurance test, although not quite as romantic, 
is, as we have said before, perhaps the most 
noble. It should receive widespread support. 


i Keormaghe a tip from the Carnegie Founda- 
tion, which recently investigated profession- 
alism in intercollegiate football, I am interested 
in seeing a somewhat similar survey made 
of the insurance field. Word has come to me 
that some of the companies have forgotten that 
insurance exists purely because it is such a 
pleasant kind of business to be engaged in and 
that there are actually a number of executives 
who are openly and unashamedly attempting to 
make money for their stockholders. 
* * * 

OW I have learned from an unimpeachible 

source, which shall here be nameless—for 
my informant, as you can well understand, 
has held me to strictest confidence in the 
matter—that if there is one company there are 
a dozen who have been endeavoring to bolster 
up their staffs by approaching brilliant per- 
formers in other concerns and by the vulgar 
proffer of more money, have tempted them to 
forswear their allegiance to the dear old com- 
pany which gave them their start. I will 
admit, of course, that your average upstanding 
insurance executive or producer, will hurl such 
a proposition into the very teeth of the cad 
that suggests such infamy and give him the 
thrashing he deserves, but oftentimes the man 
thus tempted is young, a husband perhaps, and 
a father—c’est la vie, c’est la vie. 

*x* * * 

LAGRANT violations of the anti-scouting 

ordinance, too, have been reported to me 
by my under-cover agents. The most bare- 
faced infractions of this type, I am informed, 
were perpetrated at the recent Insurance Ad- 
vertising Conference at Cleveland. At that 
gathering, a group of advertising managers of 
rival companies sat around a table, there were 
five of them I believe, and in the presence of 
thirteen insurance newspapermen who disguised 
as potted plants had secreted themselves in 
the room, then and there divulged the pro- 
duction secrets which their companies had been 
using for years, and what is worse, laid bare 
the business building formations that several 
companies had hoped would lead them to record- 
breaking achievements in the insurance field in 
1930. I am not in a position to state what 
inducements were offered these Judases but if 
you see several heretofore modestly situated 
insurance advertising men driving around in 
Rolls Royces you can draw your own con- 


clusions. ‘i cha cle 


HOST of minor scandals will doubtless 

be uncovered in the event of a general 
survey of this question of commercialism in 
the insurance field. Favors of brokers and 
agents, it is whispered, have been obtained not 
out of company-agency loyalty but through 
the unseemly patronage of company officials 
armed with theatre tickets, fancy cigars and 
well, no, perhaps to mention that would be 
going a little bit too far. 
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Common Stocks as Investments 
for Life Insurance Companies 
ARDLY a month ago at Toronto, 
Canada, Superintendent Albert C. 
Conway in a widely applauded address 
averred that during his tenure of office 
there would be no drastic change in 
the laws governing investments of life in- 
surance companies. His expressed belief 
that common stocks were not advisable 
investments for life companies was 
bolstered by President Frederick C. 
Ecker, of the Metropolitan Life, who 
said before the Life Underwriters at 
Washington, “I am not prepared to ad- 
vance any substantial change in the 
limitations which now prevail in the laws 
of our principal states.” He elaborated his 
argument by stating that investments 
should comprise only those which are 
adequately secured and at all times pro- 
tected by the subordinate interest of 
others in the nature of a secondary lien 
or proprietary ownership such as to pro- 
vide a cushion against loss. This, to- 
gether with the nature of the trusteeship 
imposed upon life insurance executors, 
would preclude the desirability of any 
change in the investment laws so as to 
allow common stocks to take their place 
conspicuously in the investment portfolio 
of a life insurance company. As we view 
the range of common stocks during 
the present year culminating in the pres- 
ent depressing crisis, their action rather 
seems as an argument supporting the 
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contentions of those who feel that this 
class of security, because of its intrinsic 
speculative nature has not the sound- 
ness, earning and maturity factors so 
essential for a life insurance investment. 
The statement issued Tuesday by Su- 
perintendent Conway in which he re- 
counted his suggestion to the life execu- 
tives that they buy in the present market 
is little short of astounding. If we are 
to recommend the purchase of securities 
as a class then this purchase in so far as 
life insurance companies are concerned 
must be applicable at all times of the 
year and every year because funds are 
constantly pouring into the companies’ 
treasuries and cannot be held for oppor- 
tune investment dates. If there ever was 
a week when a policyholder could con- 
gratulate himself that at least one of his 
investments is not subject to the laws of 
chance, then this is the week. When 
values are everywhere shrinking the life 
insurance policy is stable and even the 
earning capacity of its reserves are un- 
shaken. He has proven his wisdom in 
buying life insurance to guard against a 
time of stress and justified the faith he 
placed in the life insurance agent who 
convinced him of the conservatism and 
stability of the life insurance company. 
Mr. Conway includes in his statement 
the reassuring belief that the bottom has 
been reached in readjustment. Unfor- 
tunately, though undoubtedly right, he 
cannot guarantee it and the possibility re- 
mains that the market may go still lower. 
We recall that two and three years ago 
shrewd stock analysts advised often that 
the peak had been reached. It is entirely 
understandable that preconceived preju- 
dices are wisely withdrawn before the 
onslaught of sudden crisis and it might 
be in the interest of public policy to have 
the life insurance funds of the country 
available to prevent a national disaster. 
This may be that moment and if it turns 
out so to be we have no wish unduly to 
criticize the Insurance Commissioner for 
such a right-about-change in his attitude. 


Mr. Conway said at Toronto that he 
was opposed to speculation by insurance 
companies, and that he believed their 
primary function to be the conduct of in- 
surance business. 

It is our impression he still holds to 
that opinion even though the present 
financial situation seemingly has caused 
him to retract from it. 


Psychiatric Treatment for 
Criminals 

EGISLATION providing alienist 

aid for criminals in juvenile and 
criminal courts has been adopted by the 
American Bar Association, recently con- 
vened at Memphis, Tenn. The bar asso- 
caition further recommends that sentence 
in criminal cases be held in abeyance 
pending psychiatric examination and that 
paroles be granted in psychiatric recom- 
mendation. 

“We not only need a restatement of 
the criminal law existing,’ Dean Miller 
of Los Angeles reported at the session, 
“but we need a restating of the law itself 
and a more scientific treatment of indi- 
vidual cases.” 

Criminology, of course, is responsible 
for the largest portion of the losses suf- 
fered by fidelity and casualty underwrit- 
ers, and is responsible for all losses oc- 
casicned in the burglary and theft insur- 
ance companies. Not only doth this 
branch of the business suffer through 
the criminal tendencies of a certain 
element, but life, fire and marine un- 
derwriters face tremendous losses an- 
nually, sometimes in greater proportions 
than those lines first mentioned. 

While Insurance companies may well 
welcome this announcement as a possible 
means of reducing losses through crimi- 
nals, the Bar Association’s endeavor may 
have even a more far reaching effect. 
Such aid for criminals has never been at- 
tempted in such a general way, and if it 
can be worked with any success, not only 
insurance companies, but society as a 
whole will profit. 





An Industrial Survey 
USINESS conditions, meaning life 
insurance, should continue good in 

the New England and Middle Atlantic 
sections, especially, according to the find- 
ings of an industrial survey just com- 
pleted by the Metropolitan Life Insur- 
ance Company in conjunction with the 
National Electric Light Association. The 
survey included the United States and 
Canada for the years 1927 and 1928, and 
the analysis discloses all important indus- 
trial developments during this period. A 
net gain of 514 industrial plants employ- 
ing 7,804 workers was reported for New 
England, while New York, New Jersey 
and Pennsylvania came second. 
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Wage Earners Death Rate Low 





Metropolitan Life Reports on Mor- 
tality for Summer 

Only once before in the current decade, Sep- 
tember of 1922, has the September death rate of 
wage earners of the United States and Canada 
attained a lower level, according to Dr. Louis 
I. Dublin, statistician of the Metropolitan Life 
Insurance Company, who obtained this health 
data from among the more than 19,000,000 in- 
dustrial policyholders of his company. Since 
January of this year, when the influenza epi- 
demic was at its height, with a death rate of 
13.4 per 1,000, the health record of this group 
has shown a steady decline to the present low. 
September shares with August the distinction 
of having registered the lowest death rate of 
1929—7.5 per 1000. 

“The outstanding public health item for 1928,” 
said Dr. Dublin, “is the continued low death 
rate from tuberculosis. This is reflected in Sep- 
tember’s mortality, when the month’s rate from 
this condition was less than that of September a 
year ago by some 12 per cent. Compared with 
the period from January to September, 1920, 
the decline this year amounts to 44.8 per cent. 

“The success of the campaign against tuber- 
culosis should not, however, give a false sense 
of security,” continued Dr. Dublin. “Despite 
the astonishingly low death rate, public and 
private health agencies must continue to fight 
this dease wherever it prevails. To eradicate it 
constant vigilance must be maintained.” 

But all sections of North America did not 
benefit equally as regards health conditions in 
September. Policyholders in Canada profited 
most from better health, their death rate as 
compared with September, 1928, has dropped 9.8 
percent. In the eastern part of the United States 
only a small decline in death rate was registered 
for the same period, namely, from 7.7 to 7.6. 
Policyholders located west of the Rocky Moun- 
tains, on the contrary, registered a higher death 
rate this September than in September of last 
year, the rate having advanced from 5.8 to 6.2. 

Heart disease was responsible for more deaths 
than any other single cause in the first nine 
months of 1929. The 1929 heart disease rate 
for all persons was only fractionally higher than 
last year, but 10 per cent higher when com- 
pared with the same period of 1927. 

“The extremely unfavorable situation with re- 
spect to automobile accidents is grasped in its 
full significance when one considers that no less 
than one-third of all types of fatal accidents that 
occurred during the month of September were 
caused by automobiles,” said Dr. Dublin. “Au- 
tomobile accidents’ are steadily increasing in 
number, and the mortality rate for 1929 is on 
the way to a new high record. The motor ve- 
hicle death rate for the nine months of 1929, 
combined, is 18.8 per 100,000, and represents an 
increase of 10 per cent over the rate registered 
in the life period of 1928. From present indi- 
cations it would appear that in the year 1929 
there will be about three thousand more auto- 
mobile fatalities than last year in the United 
States. - 

“Alcoholism caused 445 deaths during this 


Life Insurance 





nine months period, as compared with 434 dur- 
ing the corresponding months of 1928. Deaths 
from cirrhosis of the liver, which is often of 
alcoholic origin, increased from 884 in 1928 to 
910 in 1929. Wood and denatured alcohol pois- 
onings were reported as a cause of death in 
twenty-five cases. 

“Since January 1, 1922, a period of seven 
years and nine months, alcoholism, exclusive of 
wood and denatured poisonings, has caused the 
deaths of 3,942 industrial policyholders. Of this 
number 3,897 deaths occurred in the United 
States and only 45 in the whole of Canada. 
The relative number of deaths from alcoholism 
has always been much lower among Canadian 
industrial policyholders than among those in 
the United States.” 


Missouri Department’s Stand on 
Disability 

Joseph B. Thompson, superintendent of in- 
surance for Missouri, has notified all of the life 
insurance companies authorized to do business in 
his State that after June 30, 1930, total and 
permanent disability provisions of life insurance 
policies will not be approved by the Missouri 
department unless they conform to the require- 
ments adopted by the recent National Con- 
vention of Insurance Commissioners held at 
Toronto, Canada. 

Thompson states that approval of the dis- 
ability provisions as they now exist under the 
present rules will be withdrawn on June 30, 
next year. 
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“The Moving Finger Writes—’ 


Here are some figures that should be of 
particular interest to the man who answers 
“tomorrow when he is asked to consider life 


During the first six months of 1929, 
The Prudential paid under Ordi- 
nary policies LESS THAN ONE 
YEAR IN FORCE 1,115 Death 
claims for $2,369,817.94. 


During the same period, there were 
11,948 Industrial Death claims for 
$2,083,178.65 on _ policies 
THAN ONE YEAR IN FORCE. 


A total of 13,063 Claims for $4,452,996.59. 
And it is safe to assume that NOT ONE of 
these policyholders believed death so near. 


The Prudential 


Insurance Company of America 
Epwarp D. Durrietp, President 
Home Office, Newark, New Jersey 
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in the remarkable history of the Travelers Insurance 
Company of Hartford, but it may truly be said, with- 

out in any way disparaging the records of others, that of them 
all, two, James G. Batterson, the founder and first president, 
and Louis F. Butler, who died last week, were the most notable. 
Mr. Batterson in the face of great opposition and in spite of 
the most widespread criticism, and many discouragements, so 
firmly believed in the possibility of success that he overcame 
every obstacle. Mr. Butler joined the company as an office 
boy in 1890. Twenty-five years later he became its president. 
During the fourteen years he was the responsible head of 
the Travelers the growth and expansion of the companies that 
compose it and give it the position of the world’s largest multi- 
ple line insurance organization have been phenomenal, but dur- 
ing the years that had preceded his election to the presidency 
he had worked and planned with consummate skill by the side 
of President Sylvester C. Dunham. There was no detail of the 
ever broadening activity of his company with which he was 
not familiar. There was practically no phase of insurance con- 
cerning which he was not an expert. Completely and without 


M ANY men of great ability and energy have had a part 
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The Late Louis F. Butler 





stint he gave his life to the advancement of the company he had 
entered when he had all the enthusiasm of a boy who was 
determined to make a success of his life. That enthusiasm he 
never lost and though it is improbable that when in 1901 he 
was first made an officer of the Travelers even his vision of 
the future could have pictured what it would be today he always 
saw each achievement attained in the light of a surety for 
greater growth and development ahead. 

Few men in the instirance world or in any other field of 
endeavor have ever given themselves more wholeheartedly to 
a single purpose than did Mr. Butler. It was not only his am- 
bition that the Travelers should be a great insurance company 
of the most unquestionable financial stability, but that it should 
always be in the forefront in studying and understanding 
changing conditions, in meeting all legitimate demands of the 
insuring public. Not only was he a thorough insurance man 
in every sense, possessed of a most remarkable knowledge of 
all the varied types of insurance, but he also was an executive 
of widely recognized skill. Not a little of the remarkably eff- 
cient and smoothly running organization of the Travelers is 
the result of his careful study and supervision. 
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To over-praise a man when he is dead is an 
error sometimes made. It would seem hard to 
do that in the case of Mr. Butler. His friends 
were many and they had for him a deep feeling 
of admiration and respect. He was a modest 
man and shunned the trappings of success—ob- 
sequious flattery and public position outside of 
the profession that was his life-work—so dear 
to many men. 

Mr. Butler was 58 years of age at the time 
of his death. For nearly forty years he had 
been with the Travelers. The story is told that 
when a boy he had asked President James G. 
Batterson for a job, but was told by that man 
that he would not consider him for a position 
until he had completed his work at the high 
school. So young Butler returned to school, 
and after he was graduated went to work in 
the ticket department of the Travelers. He 
was office boy, then mail clerk, and was later 
transferred to the actuarial department. He 
was appointed assistant actuary in 1901, and 
three years later was made assistant secretary. 
In 1907 he was elected secretary and in 1912 
vice-president. 

While he was vice-president of the com- 
pany, and in the early years of his presidency, 
one State after another was replacing its em- 
ployers’ liability laws with workmen’s compen- 
sation acts. Employer’ liability insurance had 
become a big line with the Travelers, and Mr. 
Butler’s actuarial training and wide knowledge 
of insurance stood him in good stead. Despite 
the fact that he remained in the background, he 
gained the reputation at that time of being one 
of the leading authorities on these acts and the 
fulfillment of their requirements through the 
medium of insurance. 

President Sylvester C. Dunham died in 1915, 
and Mr. Butler was elected to the position. 
Under his leadership and guidance the growth 
and expansion of the Travelers was more re- 
markable than ever before. He brought to his 








work a broad and a deep knowledge of all lines 
of insurance, and he applied himself vigorously 
to the task of further progress of the organiza- 
tion. The lessons which he had learned in one 
line of insurance he used to solve problems in 
other lines. He was strongly possessed of the 
spirit of the pioneer which had marked the 
growth of the Travelers from its organization 
in 1864, and he not only exerted his own in- 
ventive genius, but encouraged in the entire 
staff the spirit of ever being alert to make im- 
provements. As a result, the company which 
had introduced a number of new lines of insur- 
ance and new ideas into old lines, continued to 
put new ideas at work, liberalizing policy con- 
tracts, adopting modern office methods and em- 
ploying new selling and collection methods. 

The Travelers Insurance Company had just 
passed its fiftieth anniversary when Mr. Butler 
became president and the Travelers Indemnity 
Company its ninth anniversary. In this half 
century the assets of the former had grown to 
$97,722,055. In the fourteen years since then 
they have grown to $553,857,160. The assets of 
the Indemnity Company have grown in the 
same time from $2,626,869 to $20,601,806. 

The Travelers Fire Insurance Company, the 
youngest of the triumvirate in the organization, 
was organized during Mr. Butler’s presidency, 
and began business in 1925. Its last annual 
statement showed assets of $14,598,363. 

The total income the year before Mr. Butler 
became president was $30,000,000, and for the 
three companies last year it was more than 
$207,000,000. The premium income of more 
than $180,000,000 came from fifty lines of in- 
surance in the twelve major divisions of life, 
accident and health, workmen’s compensation, 
public liability, automobile, group, steam boiler, 
burglary, plate glass, machinery, fire and wind- 
storm and inland marine. 

Accident prevention and safety work in con- 
nection with employers’ liability, workmen’s 








compensation and other forms of insurance al- 
ways had his hearty support and frequently en- 
joyed his vigorous leadership. Both the hu- 
manitarian and economic phases of such work 
appealed to him. He took much ‘satisfaction in 
the fact that accident prevention was profitable 
to industrial workers and to employers of labor, 
while it paid its own way in an insurance com- 
pany by reducing losses. During his presidency 
the engineering and inspection division of the 
Travelers grew to be the nation’s largest or- 
ganization of men spending all their time in 
safety work. 

Mr. Butler kept in intimate touch with the 
underwriting, selling and administration of all 
these various lines, and set as his objective each 
year a growth in each line and at the same time 
a balance on the right side of the ledger in each 
line. The frequent success of the organization 
in the attainment of these objective resulted in 
marvelous growth and sound progress that were 
concomitant. 

At the time of Mr. Butler’s tenth anniversary 
as president the field organization of the Travel- 
ers Organization conducted a ten weeks’ testi- 
monial campaign and during the period broke 
practically every record which it had previously 
established for the production of new business. 
During his entire career with the Travelers, 
Mr. Butler had studiously avoided the limelight. 
The testimonial campaign, which had its incep- 


_tion among the agents, demonstrated the high 


regard and affection, which without previously 
realizing it, he had won in the field. 

The directors of the Travelers paid an un- 
usual tribute to Mr. Butler on the occasion of 
his tenth anniversary as president. An “ap- 
preciation” was adopted, read to him formally 
and then handsomely printed and bound. In 
part the resolution read: 

Our President has filled with wonderful suc- 
cess the various offices to which he has been 


(Concluded on page 14) 





of the Association: 


the late Sylvester C. Dunham. 





“In the death of Louis F. Butler, President of The Travelers 
Insurance Company, and an outstanding figure in the insurance 
world, this Association loses a loyal member whose sympathetic 
support and cordial cooperation have long made an indelible impres- 
sion upon Association affairs. As a member of our Executive Com- 
mittee for fourteen years, his advice and counsel were ever avail- 
able and always generously given to his associates. 

“Born in Hartford, Connecticut, in 1871, Mr. Butler entered the 
service of the Travelers at the age of nineteen and spent his entire 
insurance career with that company. Beginning as a clerk in the 
railroad ticket insurance division, he served successively as Assis- 
tant Actuary of the company; Actuary of the Accident Department ; 
Assistant Secretary; Secretary, and Vice-President of the com- 
pany. On November 8th, 1915, he was elected President, succeeding 
He was also President of the 
Travelers Indemnity Company and the Travelers Fire Insurance 
Company, which was organized under his direction. 

“Mr. Butler brought to the office of President an intimate knowl- 


Memorial to the Late Louis F. Butler 


At a special meeting of the Executive Committee of the Association of Life Insurance Presidents, held this after- 
noon, the following memorial with respect to the late Louis F. Butler was, by unanimous vote, spread upon the records 


insurance world. 


edge of his companies’ affairs, broad experience in the various lines 
of insurance conducted by the Travelers companies and administra- 
tive ability of the highest order. Few men had the profound knowl- 
edge of so many branches of insurance possesed by Mr. Butler. 
Under his administration the companies prospered and their busi- 
ness and organization increased with remarkable rapidity both in 
life insurance and in the other branches. The achievements of the 
Travelers companies under his direction are a notable tribute to 
his ability, courage, foresight and executive capacity. 

“A member of several clubs in Hartford and Boston, identified 
with various financial concerns, and interested in civic affairs, Mr. 
Butler was also well known and highly regarded outside of the 


“The Association by this memorial seeks to record its apprecia- 
tion of the life and works of Louis F. Butler and extends to his 
family and associates its sincere sympathy in the great loss they 
have sustained and in which our members share.” 
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Training the New Agent Is 
Convention Keynote 





Life Agency Officers and Sales 
Research Bureau in Joint 
Session at Chicago 





Several Hundred in Attendance 





Many Trenchant Addresses on Pro- 
gram—Each Followed by Gen- 
eral Discussion 
By FRANK ELLINGTON 

Cuicaco, Itu., Oct. 39.—Training the new 
agent was the theme of the firs tday’s busi- 
ness session of the Association of Life Agency 
Officers and the Life Insurance Sales Research 
Bureau, now in joint session at the Edgewater 
Beach Hotel. This subject, together with the 
problem of teaching the manager to become a 
better teacher was reviewed fully today, with 
many of the two hundred agency executives 
taking part in the general discussions which 
terminated each address. 

That the improved technical equipment and 
general education of new salesmen is largely 
responsible for the unprecedented prosperity of 
the life insurance business seems unquestioned 
by the very representative attendance at this 





M. Albert Linton 
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Frank H. Sykes 


meeting, and more than one speaker voiced the 
opinion that the next ten years will see a vast 
improvement over present-day educational ef- 
forts. 

The first business session opened with James 
A. Fulton, president of the Home Life of New 
York, presiding. After greeting the members 
of the two organizations he turned the meeting 
over to H. G. Kenagy, of the Sales Research 
Bureau, and the latter, after outlining the gen- 
eral subject for the day, introduced Roy L. 
Davis, of the W. W. Durham agency of the 
Central Life Assurance Company of Iowa. Mr. 
Davis appropriately opened the speaking pro- 
gram with a detailed review of the fundamentals 
of training new salesmen. He stressed the de- 
sirability of keeping the earlier part of the train- 
ing course as simple as possible. Teach him one 
phase of the business thoroughly, he advised, 
and not only would the new man master the 
whole in a shorter period of time, but also his 
confidence in his ability to sell would be built 
up. Picture the business to the new man with 
all manner of visual selling aids and give him 
the entire layout in one book rather than 
through a series of pamphlets, were other points 
stressed by this speaker. Also that the period 
of training should be from one week to ten 
days. 

(Continued. on page 10) 







Life Medical Directors of 
America Convention 


Fortieth Annual Session of Life 
Insurance Doctors Is Held 
at Prudential’s Home 


Dr. Muhlberg Named President 


Director of Union Central Life Will 
Succeed Dr. J. Allen Patton 
in Executive Position 








Newark, N. J., Oct. 24—More than 100 
physicians, representing all sections of the 
United States and Canada as members of the 
Association of Life Insurance Medical Directors 
of America, opened their 40th annual convention 
today at the home offices of the Prudential 
Insurance Company of America, this city. 

Among these latter was one which proved 
most interesting to those attending the con- 
ference. It is the flarimeter, a new machine 
devised by physicians of the Prudential staff 
for the purpose of facilitating the study of 
the circulation. Dr. Dewis explained the pur- 
pose of the machine in a brief synopsis, which 
was followed by a practical demonstration under 


(Continued on page 15) 
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Life Agency Officers 
(Continued from page 9) 

The organization and function of an educa- 
tional department was the topic covered by 
Arthur M. Spauiding, of the Equitable Life 
Assurance Society of the United States. He 
said that through such educational work as has 
been accomplished during recent years the life 
underwriters has advanced far toward the goal 
of becoming a recognized profession, and that 
the realization of this objective would follow 
another decade of such progress. The number 
of books on the life insurance business now as 
compared with twenty years ago, he declared, 
conclusively shows what a powerful. influence 
educational work has exerted-for the advance- 
ment of the business. Dr. Spaulding urged the 
home office executives to be certain that their 
men in the field receive the many splendid and 
helpful articles published in the insurance pub- 
lications. Competition with other lines of busi- 
ness, he said, was a vital- factor to be consid- 
ered in future, and he pointed out the thorough- 
ness with which solicitors and salesmen in other 
lines are being trained. 

This address was followed by general discus- 
sion. T. M. Stokes, Connecticut Mutual, in- 
dorsed the idea of a junior and senior course. 
J. W. Deforest, of the Travelers, said his com- 
pany picked its educational personnel from the 
ranks of successful agents, choosing men who 
knew all about agency problems, and who 
showed appitude for educational work. C. A. 
Tushingham, of the Provident Mutual, said the 
training course was sold to the field force di- 
rectly from the home office, and that records 
showed that about 62 per cent of the field men 
finished the course. 

T. D. Blair, of the Pilot Life, when asked to 
tell something of the experience of his com- 
pany said that he had found the biggest prob- 
lem to be that of gaining full co-operation from 
the general agent. How to get him to accept 
and properly use the material prepared for him 





James A. Fulton 
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was the chief question he wanted answered. 

The afternoon session was opened by James 
A. Griffin, of the Phoenix Mutual Life, who 
was introduced by Mr. Kenagy as one who had 
accomplished great things in educational work. 
“Good salesmen do not always make good man- 
agers, although it may be desirable that the 
manager be a good salesman,” said Mr. Griffin. 
His talk was scheduled making managers better 
teachers, and he followed a general analysis of 
the problem by reciting the experience and prac- 
tices of a number of life companies. He de- 
clared that teaching the manager to teach is a 
definite responsibility of the home office, and 
said plans would have to be worked out just 
as the training of new agents has been covered. 

Just as soon as an agent passes the quarter 
billion production mark he very often puts in a 
bid for a general agency or to become a man- 
ager, Mr. Griffin said, but’ not always is he 
qualified, and sometimes a fine salesman is lost 
and a mediocre manager gained. He advised 
that the educational material for the new man- 
ager be broken down and given to him in small 
pieces. He urged recognition of the fact that 
we are all creatures of habit, and that the mat- 
ter of breaking up old habits and forming new 
ones was a most difficult task. That, however, 
is the task with which the educational director 
is eternally faced. 

Mr. Griffin read a summary of the informa- 
tion received from a questionnaire to companies 
which showed what many of them are doing to 
train the manager. ‘Among these were the 
following: The London Life instructs small 
groups on one subject at a time; results pleas- 
ing. The Alamo Life holds two managers’ 
schools a year; Oregon Life uses Bureau scnool, 
and supplements this with managers’ conference ; 
New World Life forming plans to start school 
soon; ‘Business Mens Assurance also starting 
course; Penn: Mutual gives: managers ten-day 
outline course and -follows with three days in 
the field; Equitable Society instructs groups of 
twenty in two-day series and one subject at a 
time, advocate round-table discussion rather than 


lecture course. Home office instruction followed 
by three-day field course for agents with man- 
agers as observers; Phoenix Mutual two weeks’ 
school in home office, then trial period as as- 
sistant manager; Home Life of New York in- 
structs groups of ten. Uses both Bureau and 
home office instruction; Pacific Mutual uses 
Bureau course and plans own department; 
7Etna Life has well standardized course with 
field supervisors in constant touch with the gen- 
eral agents. Mr. Griffin said the immediate 
future presented this problem of better train- 
ing for new managers as one of the industry’s 
most vital. He declared the task a difficult one, 
but illustrated the need for action by quoting 
the Chinese proverb, “A ten thousand-mile 
journey is begun by one step.” 

Percy H. Young, of the Missouri State Life, 
concluded the day’s program with a review of 
the practice and experience of life companies in 
the matter of field schools for agents, this sum- 
mary conclusively showed that the companies 
generally favored such instruction above home 
office or correspondence courses. Still other 
points brought out were that the average course 
is one week, and that such schools are put on 
once or twice a year; that fifteen is considered 
the ideal number for a class; that the school ma- 
terial is prepared by the educational director 
and the general agent, and that most companies 
require the passing of a written examination; 
also that most companies require the agents to 
pay all or part of their expenses in connection 
with the schools. No data regarding the cost 
of operating field schools was obtained. 

The nominations committee for the Life In- 
surance Sales Research Bureau placed in nomin- 
ation as new executive committeemen the fol- 
lowing: Jerome Clark, superintendent of 
agencies, Union Central Life; James A. Mc- 
Clain, superintendent of agencies, Guardian Life, 
and Dr. T. C. Denny, president, Central Life 
Assurance Company of Iowa. All were unani- 
mously elected. They succeed James A. Fulton, 
president, Home Life of New York; W. W. 
Jaeger, Bankers Life of Iowa, and Robert K. 
Eaton, of the John Hancock Life. 
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Prudential Notes 

The continued growth of the company’s busi- 
ness in the eastern part of Pennsylvania oper- 
ated by Division E has necessitated the appoint- 
ment of two more assistant superintendents. 
Scott G. Hamilton has been assigned to the 
Braddock district, and Thomas H. Thurlow to 
Pittsburgh No. 5. 

Habeb P. Loweecey, agent at Greensburg, 
Penna., has been recorded as the leading Inter- 
mediate producer in Division E, having been 
credited with an unusually substantial weekly 
average. 

Assistant Superintendent W. Nelson Kerr, of 
the Brooklyn No. 15 district, has completed 
thirty years of service with the company. 


Division B wishes to announce three recent 
promotions. They were of Edward I. Druck- 
man, of the Brooklyn No. 9 district; H. Har- 
old Geant, of the Brooklyn No. 12 district, and 
Alphone J. Venga, of the Woodside district. 
These men were agents in their respective dis- 
tricts and were promoted to be assistant su- 
perintendents. 


Agent Charles Steitz, who began working in 
the Brooklyn No. 8 district on June 22, 1925, 
is now the leading agent of Division B in the 
production of ordinary. 


William Parkinson recently took charge of 
the Cleveland No. 5 district, as superintendent. 
Superintendent Parkinson entered the company’s 

Agent Stanley H. Hill, of the Salem, Mass., 
district, is producing steadily his share of in- 
dustrial and ordinary new business policies. His 
weekly average of production measures up to 
the company’s requirements, especially in the 
ordinary branch of our business, where he has 
been an able representative. 

Agent John J. Canavan, of the Glen Falls, 
N. Y., district, has been promoted to be an 
assistant superintendent. He is to be congratu- 
lated upon his rapid advancement and, judging 
from his agency record, he will meet all of the 
company’s requirements. 

Assistant Superintendent Morris Federman, 
Norwich, Conn., and Agent Herbert Nelson, 
Hartford, Conn., have recently been awarded 
Merit Buttons. 

The following agents have completed five 
years of service and have been admitted to mem- 
bership in the Prudential Old Guard: Agents 
Ernest T. Slocum, of Middletown, Conn.; Peter 
Lorenzen, of New Haven; and Edgar J. Ald- 
tich, of New London. 


Ben Thorp Contiunes in Texas 
for Northwestern Life 

Austin, Texas, Oct. 30.—Ben Thorp of 
Dallas, who has for some time been Texas 
State manager of the Northwestern Life In- 
surance Company of Omaha, Neb., will con- 
tinue the Texas management of the company 
which has consolidated with the Prairie Life 
Insurance Company of Omaha. The merged 
company will be known as the Northwestern 
Life Insurance Company of Omaha, and Texas 
headquarters will be retained at Dallas, accord- 
ing to an announcement from Mr. Thorp. 
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Deaths from Auto Accidents 
Still Increasing 





Twelve Per Cent Higher Mortality 
for Four-Week Period Ending 
October 9 

The Department of Commerce announces 
that during the four weeks ending Oct. 5, 
1929, 78 large cities in the United States, 
reported 752 deaths from automobile accidents. 
This number (752) compares with 624 deaths 
during the four weeks ending Oct. 6, 1928. 
Most of these deaths were the result of acci- 
dents which occurred within the corporate 
limits of the city, although some accidents 
occurred outside of the city limits. 


For comparison, the number of deaths due to 
automobile accidents within city limits is de- 
sirable. Such figures are available for the 
four-week period ending Oct. 5, 1929, and for 
the corresponding four-week period of 1928 for 
all of the 78 cities, the four-weeks figure in 
1929 being 586 as contrasted with 509 for the 
corresponding four weeks in 1928. 


Considering by four-week periods since May, 
1925, total deaths from automobile accidents 
for 78 cities, regardless of place of accident, 
the lowest total (346) appears for the four-week 
period ending March 27, 1926, and the highest 
(771) for the four-week period ending Dec. 
29, 1928. 


Report by Cities 
For the 52-week periods ending Oct. 5, 1929 
and Oct. 6, 1928, the totals for the 78 cities, 
were respectively, 8,207 and 7,310, which indicate 
a recent rate of 24.9 per cent 100,000 population 
as against an earlier rate of 22.3 or an increase 
of 12 per cent in the rate in a single year. 


Two cities reported no deaths from auto- 
mobile accidents for the last four weeks while 
three cities reported no deaths from automobile 
accidents for the corresponding period of 1928. 


For the-last four-week period reports as to 
whether deaths occurred from automobile acci- 
dents within city limits or outside were re- 
ceived from all of the 78 cities reporting. In 
these cities in this four-week period, the total 
number of deaths from automobile accidents 
was ‘752 but only 586 of these were due to 
accidents within city limits. 
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San Jacinto Life Expands 
Effective October 15, M. M. Davis, who has 
been serving the San Jacinto Life Insurance 
Company, Shreveport, La., in the capacity of 
secretary to the president for the past fourteen 
months, will assume new duties as district 
agent for the company at Shreveport, La., this 
being the first time the San Jacinto Life has 
made a bid for North Louisiana business. This 
company has written three and one-half millions 
of new business since R. B. Cousins took over 

the direction of the business last May 1. 


Hartrorp, Conn., Oct. 25.—The Century In- 
demnity Company recently announced the ap- 
pointment of Herbert J. Kearsley as attorney in 
the home office bonding claim department. 
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| Scranton- Pittsburgh, Pa 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 


Contract as good as the best, with exclusive 





Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


| Exclusive, care of THE SPECTATOR 
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ib Thirteen Years, the Missouri 

State Life has grcewn from One 
Hundred Million Dollars of insur- 
ance in force to over One Billion 
Two Hundred Million. . . It took 
twenty-four years to reach the first 
hundred million. . . The Company 
to date in 1929 is 30% ahead of its 
paid-for production over the same 
period last year! 


HILLSMAN TAYLOR, PresiDENT 
St. Louis, Missouri 
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Admitted Assets Over 
$131,000,000.00 


Insurance in Force Over 


$1,200,000,000.00 
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Michigan Department Liqui- 
dates Cosmopolitan Life 








Court Orders Disbursement of Assets 
—Company Never Beyond 
Organization Stage 


LaNnsING, Micu., Oct. 25.—Disbursement of 
assets of the Cosmopolitan Life, ill-fated life 
company promotion project of several Detroit 
men, was ordered late last week by Judge 
Charles E. Collingwood in Ingham County Cir- 
cuit court here. The company never got be- 
yond the organization stage and, when it be- 
came apparent about a year ago to Commis- 
sioner Charles D. Livingston that the proposed 
carrier would never materialize, petition for a 
receivership was filed and the department has 
since been liquidating the remaining assets. The 
company had been in process of organization 
since 1921. 

Under the disbursement just ordered, the 
comparatively few stockholders in the abortive 
enterprise will receive approximately one-third 
of their original investment, the dividend per 
$100 share being $33.39. The department set 
an example which other departments will find 
it dificult to excel in the matter of economical 
administration of a receivership, the total ex- 
pense to be deducted from the available assets 
for liquidation purposes being $25.65, of which 
$20 was paid out for a receiver’s bond and 
$5.65 for advertising. The assets amounted to 
$4,003.30, of which $3,940.76 was cash in the 
bank and the remainder interest. 


Will Entertain Agents 

Datias, Tex., Oct. 18—William Bacon, 
president of the National Standard Life of 
Dallas, will be host to fifty or sixty agents of 
the company from Texas, Louisiana, and Mis- 
sissippi on October 25 and 26. The agents will 
be entertained at the Adolphus Hotel. They 
were given this trip to the home of the company 
as an award for producing their quota of new 
business. 








WANTED 


| We desire a young man 
| who is experienced both 
in underwriting and other 
insurance office work. | 


We would like also to get 
in touch with an experi- 
enced group insurance 
man. 








Address 


P. O. Box 2232 
Birmingham, Ala. 
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Illinois Bankers Life 
Reorganizing 
Establishment of Legal Reserve 
Company Planned by 
Association 





Reinsurance Contract Drafted 





Funds of the Association to Be 
Maintained as Trust Funds 
for Old Members 





Plans have now been worked out looking to- 
ward the reorganization of the Illinois Bankers 
Life Association, of Monmouth, Il. A contract 
of reinsurance has been drafted by which it 
is proposed that the business of the Association 
will be reinsured by the Illinois Bankers Life 
Assurance Company, a new legal reserve stock 
company, which has been recently organized by 
the officers of the Association. The proposed 
contract was drafted by George Graham, of St. 
Louis, representing the Association, with the as- 
sistance and co-operation of the officials of the 
Insurance Department of the State of Illinois. 


Under the proposed plan, the legal reserve 
company is to reinsure all of the present poli- 
cies of the Association. The members may 
continue their present policies or they may 
transfer to legal reserve policies to be issued by 
the new company. 

The funds of the Association are to be main- 
tained by the new company as trust funds for 
the benefit of the members of the Association. 
The reserves accumulated on the Individual Re- 
serve policies are to be increased at the rate of 
414 per cent per annum. The accumulated sav- 
ings contributed by holders of Savings Accumu- 
lation policies are to be increased at the rate 
of 4 per cent per annum, and the remainder of 
the funds is to be increased at the rate of 3% 
per cent per annum. It is provided that the 
members of the Association shall contribute to 
the expense of the company 22% per cent of 
premiums and assessments as and when paid, 
but that during the first two years after the 
contract goes into effect this contribution shall 
be 25 per cent of the premiums. 

A unique provision of the contract is that 
the legal reserve company is to pay into the 
trust funds of the old members at the end of 
each year such a proportion of the surplus earn- 
ings of the company accumulated during the 
year as the total assessment premium income of 
the year bears to the total renewal premium 
income of the year. In this way, the funds of 
the old members should be continually in- 
creased out of the profits of the new company, 
and such a benefit should be particularly ap- 
parent in later years when, by reason of the 
increased mortality of the present members, the 
strain on such funds will be much greater. The 
present membership will thus in a very sub- 
stantial way participate in any profits which 
may be derived through the operation of the new 
company. The safety clause in the old poli- 
cies is not waived by the new company, but it 
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Texas Security Mutual Has 
Fine Record 


New Life Company Operating on 
Minimum $5,000 Policy Plan—Stock 
to Policyholders 


Daas, Tex., Oct. 25.—The Texas Security 
Mutual Life, a recently launched company, is 
making rapid progress, having already placed 
over 200 policies amounting to more than ‘$600,- 
000 insurance. The company was organized 
on the stock-with-policy plan. Insurance is sold 
on all regular forms, but no policy of less than 
$5000 is offered. With each unit of $5000 insur- 
ance, the company issues ten shares of stock, 
par value $10, with a contribution of $10 to sur- 
plus. The stock is covered by a five-year en- 
dowment policy of $200. The proceeds of this 
policy are payable to the stockholder’s estate in 
the event he does not live to maturity. 

In addition to the stock purchased by policy- 
holders, organizers of the company purchased 
$100,000 stock and contributed a like amount to 
surplus. When the sale of the charter stock is 
completed, the company will have a total .out- 
standing capital and surplus of $800,000. The 
group of men financing this company is the 
same group which so successfully launched and 
built the Texas Employers Association and the 
Employers Casualty. Officers of the life com- 
pany are Homer R. Mitchell, president; Lewis 
T. Carpenter, general counsel; Wirt Davis, vice- 
president, and A. F. Allen, secretary. Mr. 
Mitchell is also president of the Employers 
Casualty. His son, Ben R. Mitchell, is taking 
an active hand in the management of the Texas 
Security Mutual. 








Pilot Life Reinsurance Company 
Suspends Operations 
The board of directors of the Pilot Life 
Reinsurance Company, of New York city, have 
voted to discontinue business. Practically .all 
contracts have been cancelled and proceedings 
for volunteer liquidation are well under way. 


Officers of the company state that unfavorable 
conditions in the life reinsurance market of 
this company at the present time are not 
sufficiently indicative of satisfactory develop- 
ment for the company within the near future. 
There are only twenty-one stockholders in the 
firm, the list of which is largely comprised 
of the officers and directors and several Euro- 
pean insurance companies. The company started 
operations in 1928. 








is hoped that the provision as to participation in 
profits will make it unnecessary for the new 
company ever to exercise the right retained un- 
der the safety clause. 

The Illinois Bankérs Life Association was or- 
ganized in 1897 and now has insurance in force 
of about $110,000,000, it does business in nineteen 
States and has accumulated assets of nearly 
$8,000,000. It is at the present time the second 
largest life insurance organization doing busi- 
ness on the assessment plan. 


Life Insurance 









14 





The Late Louis F. Butler 
(Continued from page 8) 


from time to time deservedly promoted and with 
that modesty and lack of self-assertion which 
is as characteristic today as it was when he 
filled a humbler position, serving as a junior 
under two illustrious predecessors. He has 
given our companies that tireless devotion to 
principle, wisely constructive thought and mas- 
terly action which have made his activities and 
success the marvel of the insurance world and 
for which we find it difficult to express prop- 
erly our thoughts and appreciation. 

A study of the Travelers companies, however 
cursory, brings into high light the principles 
upon which the splendid structures have been 
erected by which they are being maintained— 
integrity, tireless energy, capable direction, with 
the strength and will to do the right thing in 
the right way and at the right time; sensitive, 
as to just criticism but ever ready to project 
and battle for everything that will make for 
better, broader and more complete insurance 
protection and add to the beneficence of the in- 
stitution of insurance. It is upon these prin- 
ciples that the reputation of our president has 
been built up as the great outstanding figure in 
American“ insurance. 

Remarkable ‘as is his mastery of the infinite 
detail of the business affairs under his control, 
even more remarkable is his mastery of the af- 
fection, regard and loyalty of the official staffs 
of our companies and the great field organiza- 
tions which are the connecting links between 
the companies and the insuring public and his 
tender and fatherly regard for the interests of 
everybody in the service of the companies, both 
in the home office and in the field. This is rec- 
ognized by every official connected even in the 
most humble manner with his management and 
in that, quite as much as in any other regard, 
he has succeeded in forming a loyal bond of 
affectionate’ devotion which is the Travelers’ 
greatest asset today and such as is possessed by 
few corporations in the world.” 


Mr. Butler, thtough his constant recognition 
of the rights of all parties to an insurance con- 
tract, earned the regard of the field organiza- 
tion as expressed in their testimonial campaign 
for business, the regard of stockholders as ex- 
pressed in thé resolution of the directors, the re- 
gatd of home office employees as expressed in 
the loyalty they constantly demonstrated and the 
regard of the public as expressed in the enor- 
mous volume’ of business done by the Travelers 
under his leadership. It was his belief that all 
should benefit from the conduct of the business 
and:he succeeded in keeping the balance finely 
adjusted at all times. 

Under Mr. Butler’s presidency, the Travelers 
made many advantages available to employees. 
Agerits ‘were’ given more and better forms of 
insurance and service. Shareholders were re- 
warded with regular and extra dividends and 
valuable rights. The public was given more 
liberal policies at lower prices. 

When he began work with the Travelers, the 
home office family numbered about seventy and 
was housed in the first home office building 
which the company owned, an old mansion which 
had been converted into an office building. As 
the business. grew, additions and ells were added. 
When he became president of the company, just 
half of the Main street building of the present 
group of Travelers buildings had been erected 
and was in use. Since then that building has 
been more than: doubled in size, a tower erected, 
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an eleven story structure built, a sixteen story 
building and a printing and supply building a 
block long built. In the group of buildings are 
twenty-one acres of usable floor space and 
twelve acres devoted to elevators, stairways, and 
corridors. The home office branch of the Trav- 
elers family numbers approximately 6,000 peo- 
ple. 

Mr. Butler was born in Hartford July 23, 
1871, the son of John and Ida deM. Butler. He 
married Alice Goodrich of Littleton, N. H., on 
October 28, 1902. She died in 1922. He is sur- 
vived by four children, Margaret I., James G., 
Richard H. and William F., and one sister, Ida 
F. Butler, of Washington, D. C. James G. But- 
ler has been connected with the Travelers since 
his graduation from Yale. Richard H. is now 
a student at Yale and William F. is a student 
at Lawrenceville, N. J., preparatory school. 

Outside of the Travelers and his family, one 
of Mr. Butler’s chief interests was his books 
and he had an extensive private library contain- 
ing many fine old volumes. He took a lively 
interest in politics and general business but was 
never active politically and had few business af- 
filiations beyond the Travelers. Besides being 
president and a director of the three Travelers 
companies, he was a director of the Travelers 
Bank and Trust Company and the Connecticut 
River Banking Company of Hartford and the 
First National Bank of Boston. When the 
Travelers entered the fire insurance business he 
resigned directorships in two fire insurance 
companies on whose boards he had served for 
some time. 


New Company Organized in 
New York 


Guaranty Life Insurance Company 
Granted Charter—Will Write All 
Lines of Life Insurance 

The Guaranty Life Insurance Company of 
New York has been organized under the laws 
of the State of New York to write life, health 
and accident in all its forms. The company will 
have a paid-in capital of $150,000, consisting of 
30,000 shares having a par value of $5 each, 
and a paid-in surplus of $750,000. Forty-five 
per cent of the capital stock has been purchased 
by the United Thrift Plan, Inc. 

The board of directors is as follows: 

Edwin H. Barker, trustee, Massachusetts 
Utility Associates; Richard E. Bishop, presi- 
dent,, A. C. Horn Company; Frederick Boschen, 
president, Savings Bank of Richmond Hill; 
Dwight Comstock, vice-president and treasurer, 
Home Title Insurance Company; Charles G. 
Edwards, member board of governors, Real Es- 
tate Board of New York Exchange, Inc.; Reu- 
ben Fink, president, United Thrift Plan, Inc.; 
Raymond M. Gunnison, vice-president, R. H| 
Donnelly’s Corp.; John S. Howe, president, 
Long Island State Bank and Trust Company; 
Alfred J. L’Heureux, Rumsey and Morgan; 
John S. Russell, Corner, Bell, Russell & Mc- 
Nulty, attorneys; Gen. Lewis W. Stotesbury, 
attorney; William Weisgerber, vice-president, 
Midwood Trust Company; W. R. Miller, vice- 
president, Midwood Trust Company. 








Massachusetts Goes on Record 
for Disability Provisions 





Recommendations of Joint Commit- 
tee Adopted by Commissioners 
Convention Acted on by In- 
surance Department 

The first insurance department to take action 
on the standard disability provisions adopted by 
the Toronto convention is that of the State 
of Massachusetts. In a letter to all life in- 
surance companies authorized in that State 
Commissioner Merton L. Brown outlines his 
reasons for approving the standard provisions 
and directs the companies to comply with the 
prescribed standards by July 1, 1930. The 
letter follows: 

“Believing that existing conditions in the 
writing of total and permanent disability benefits 
by life insurance companies had become so 
unhealthy as to require action by State insur- 
ance departments, the Massachusetts Insurance 
Department introduced a resolution before the 
National Convention of Insurance Commis- 
sioners in December, 1928, favoring the adop- 
tion of the standard provisions as a possible 
solution of the problem. As a result a com- 
mittee of State department actuaries was ap- 
pointed by the convention to consider the 
general question in conjunction with a committee 
of company actuaries previously appointed for 
the same purpose by the Superintendent of 
Insurance of the State of New York. 

“The joint report of these two committees 
recommending the use of standard provisions 
was adopted by the National Convention of 
Insurance Commissioners at Toronto in Septem- 
ber, 1929. As this department has already 
recorded itself in favor of standard provisions 
and as I am personally convinced that much 
may be accomplished to clarify the present situ- 
ation by making effective the standard provi- 
sions recommended by the joint committees and 
endorsed by the National Convention, I hereby 
serve notice that on and after July 1, 1930, 
this department will approve only such total 
and permanent disability clauses as contain in 
substance said standard provisions, copy of 
which is appended hereto, and that approvals 
previously granted of all total and permanent 
disability provisions in connection with life 
insurance policies which do not contain in 
substance said standard provisions are with- 
drawn as of June 30, 1930.” 


Prudential Notes 

Joseph Coyne, assistant superintendent of the 
Wilkes-Barre, Pa, No. 2 district, operating 
from the Pittston, Pa., detached office, has com- 
pleted thirty-five years of continuous service. 

Agent George J. Case, of the Allentown, Pa., 
district, has completed thirty years of continu- 
ous service. ; 

Division B announces the promotions of John 
J. Ogren, John Koegel and George’J. Schneider 
to assistant superintendents in the Brooklyn No. 
10, Flushing and Woodside districts, respec- 
tively. 
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Life Medical Directors Meet 
(Continued from page 9) 

the direction of Dr. Wells. The subsequent dis- 
cussion was led by Professor Yandell Hender- 
son, Ph.D., of Yale University, who is one of 
the foremost authorities on circulation and who 
has been a pioneer in the perfection and ultiliza- 
tion of the pulmotor. 

Other papers on the day’s program were: 

“Cardiography and Oscillometry in Life In- 
surance Selection,” by Dr. Frederick G. 
Brathwaite, of the Equitable Life Assurance 
Society of the United States, with discussion 
by Drs. Herbert Old, of the Provident Mutual 
Life and Gordon Wilson, of the Maryland 
Life. 

“The Photo-Electric Scopometer,” by Dr. 
William G. Exton, of the Prudential. 

“The Advantages of Rate of Excretion Over 
Concentration as a Criterion in Proteinuria and 
Glycosuria Cases,” by Dr. William G. Exton 
and Anton R. Rose, Ph.D., of the Prudential. 

“Blood Sugar Curves After Ingestion of 
50 Grams of Glucose Preceded by a Regular 
Meal,” by Otto Folin, Ph:D., and Norman 
R. Blatherwick, Ph.D., of the Metropolitan 
Life. 

“The Determination of Acetone in the Urine 
and Its Significance in Life Insurance Exam- 
inations,” by Jeanette Allen Behre, Ph.D., and 
Dr. William Muhlberg, of the Union Central 
Life. 

“Turbidity Micro-Methods for Blood Sugar,” 
by Anton R. Rose, Ph.D., F. Schattner, Ph.D., 
and Dr. William G. Exton, of the Prudential, 
with discussion by Stanley R. Benedict, Ph.D., 
of the Metropolitan, Dr. Parker M. Cort, of 
the Aetna Life, and Dr. F. A. Brown, of the 
New England Mutual Life. 

Dr. J. Allen Patton, medical director of the 
Prudential, was in the chair as president of 
the association, with Dr. Chester T. Brown, 
also of the Prudential as secretary. 

An address by Dr. J. M. T. Finney, of Balti- 
more, on “Surgery of the Digestive Organs” 
was a feature of the second and final day of 
deliberations by the association. 

Immediately after Dr. Finney, who is recog- 
nized as a foremost authority on this subject, 
had finished his paper there was a general dis- 
cussion of its contents by a number of physi- 
cians, led by Dr. Edward J. Ill, of Newark. 
Others who spoke on this topic were Dr. Wesley 
W. Beckett, of the Pacific Mutual Life In- 
surance Company; Dr. Donald B. Cragin, of 
the Aetna Life, and Dr. James P. Hutchinson, 
of the Penn Mutual Life. 


Muhlberg New President 

It was announced by Dr. J. Allen Patton, 
medical director of the Prudential and retiring 
president of the association, that the new presi- 
dent would be Dr. William Muhlberg, medical 
director of the Union Central Life Insurance 
Company, of Cincinnati. 

Other papers scheduled for discussion by the 
convention during its final session were as 
follows: 

“Medical Aspects of Certain Gastro-Intestinal 
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Diseases,” by Dr. William F. Hamilton, of the 
Sun Life of Canada, with discussion by Dr. 
Charles F. Martin, of the Standard ‘Life; Dr. 
David E. W. Wenstrand, of the Northwestern 
Mutual; Dr. Eugene P. Russell, of the Mutual 
Life, and Dr. Haynes H. Fellows, of the 
Metropolitan Life. 

“Tuberculosis of the Gastro-Intestinal Tract,” 
by Dr. Jerome F. Honsberger, of the Mutual 
Life Assurance of Canada, with discussion by 
Dr. William R. Ward, of the Mutual Benefit; 
Dr. Gordon Wilson, of the Maryland Life, and 
Dr. C. A. VanDervoort, of the Fidelity Mutual 
Life. 

“Disability Insurance on Digestive Complain- 
ants,” by Dr. Harold W. Dingman, of the 
Continental Assurance, with discussion by Dr. 
McL. C. Wilson, of the Travelers; Dr. Frank 
Harnden, of the Midland Mutual Life, and 
Dr. Lawrence G. Sykes, of the Connecticut 
General Life. Dr. Dingman’s paper is printed 
elsewhere in this issue. 

“Women as Life Insurance Risks; Exper- 
iences of the Mutual Life Insurance Company 
of New York,” by Dr. Faneuil S. Weidse and 
Mr. Wendell M. Strong, of the Mutual Life, 
with discussion by Dr. Angier B. Hobbs, of 
the New York Life; Dr. George Cullen, of 
the Illinois Life; Dr. Samuel B. Scholz, of the 
Massachusetts Mutual, and Dr. Henry A. Baker, 
of the Kansas City Life. 

“Weight Estimation from Height, Chest and 
Waist Measures,” by Dr. Charles P. Clark and 
Mr. John S. Thompson, of the Mutual Benefit 
Lice, with discussion by Dr. Faneuil S. Weisse, 
of the Mutual Life, and Dr. Charles B. Piper, 
of the Guardian Life. 


Many in Attendance 

The following physicians represented other 
companies at the convention: 

George W. Parker, Peoria Life; N. F. 
Johnson, Peoria Life; Milton McCarty, Peoples 
Life; N. W. Gibbons, Western States Life; 
J. P. Turner, Jefferson Standard Life; J. T. J. 
Battle, Jefferson Standard Life; W. B. Car- 
penter, Columbus Mutual; W. T. McNaughton, 
Old Line Life; F. P. Brathwaite, Equitable; 
C. C. Berwick, Metropolitan; Ross Huston, 
Bankers Life; Edward B. Bigelow, State 
Mutual Life; J. J. Post, Pilot Life; George 
Cullen, Illinois Life; Lawrence G. Sykes, Con- 
necticut General; Fred L. Wells, Equitable 
of Iowa; Walter Jaquith; National Life of 
U. S. A.; J. B. Stell, Volunteer State; J. L. 
Siner, Fidelity Mutual; Albert J. Robinson, 
Connecticut General; Daniel M. Shewbrooke, 
Acacia Mutual Life; J. L. B. Jenney, Federal 
Life; H. H. Fellows, Metropolitan; B. T. 
Byrd, National Life and Accident; D. E. W. 
Wenstrand, Northwestern Mutual; C. M. 
McCloud, Minnesota Mutual; J. T. Sheridan, 
Philadelphia Life; S. S. Werth, Security Life; 
Joseph B. Hall, Connecticut Mutual Life; 
Frank L. Truitt, Reserve Loan Life; Robert 
E. Rowley, Phoenix Mutual; O. M. Eakins, 
Reliance; E. K. Root, Aetna. 

Charles L. Rudasill, Life Insurance Company 
of Virginia; A. Graham, London Life; J. F. 
Bowman, London Life; Martin I. Olsen, 
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Addresses Pennsylvania Fra- 
ternal Congress 





William H. Kingsley Declares There 
Exists No Grounds for Antagonism 
Between Fraternals and Old 
Line Companies 

PHILADELPHIA, Oct. 21.—Speaking at the ban- 
quet at the annual meeting of the Pennsylvania 
Fraternal Congress at the Bellevue-Stratford as 
a substitute for Insurance Commissioner Tag- 
gart, William H. Kingsley, vice-president of the 
Penn Mutual Life, declared that the popular 
conception that competition and antagonism ex- 
isted between the old line life insurance com- 
panies and the fraternals was entirely incorrect. 

He asserted that there was no competition or 
antagonism between the two. That each had a 
particular field to cover and that the fraternals 
in many cases proved an entering wedge for 
the old line companies. The fraternals, he said, 
in many cases educated the prospect to the need 
for life insurance and made things easier for the 
old line companies to sell him. 


Among the speakers at the morning session 
was Mrs, Mary H. Fireng, assistant secretary 
of the Insurance Federation of Pennsylvania. 
Speaking on the subject of Official Publication 
—Are They Worth While?, Mrs. Fireng de- 
clared that an official publication, to be bene- 
ficial, should be an organ of contact, of infor- 
mation, of education, of inspiration, and of pro- 
gress. She said that it should be easy and 
pleasurable to read and should contain many il- 
lustrations. 

Samuel H. Hadley, of the Protected Home 
Circle, was elected president, and H. Bruce 
Meixell, vice-president. Mrs. Itasca L. Young 
was re-elected secretary-treasurer. 


Group Insurance for Men Teachers 

Group insurance for men teachers and offi- 
cials employed by the Ottawa School Board 
looms as a distinct possibility for November 
the first. The proposal, as approved, is for 
the teachers and officials to share the cost with 
the board on about a fifty-fifty basis at the 
rate of $1,000 maximum insurance for single 
men and $3,000 maximum for married men. 








Central Life; C. T. Necker, Dominion Life; 
Leffertz Hutton, Mutual Life; W. F. Milroy, 
Bankers Reserve; J. E. Kinney, Farmers Life; 
P. G. Drake, Travelers; M. C. Wilson, Travel- 
ers; S. B. Scholz, Massachusetts Mutual; J. 
Lynn Crawford, Cedar Rapids Life; G. E. 
Johann, Bankers Life; John S. Phelps, Colum- 
bus National Life; Charles D. Alton, Penn 
Mutual Life; O. F. Maxon, Franklin Life; 
F. H. Rockwell, Equitable of New York; C. H. 
English, Lincoln National; J. W. Livingston, 
National Life of Canada; A. H. Gordon, Lon- 
don and Scottish; Herbert Old, Provident 
Mutual; W. H. Hamilton, Sun Life of Canada; 
Charles B. Piper, Guardian Life; W. E. Thorn- 
ton, Lincoln National Life; William B. Aten, 
Security Mutual Life; Charleton B. McCulloch, . 
State Life of Indiana. 
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Life Gains Were Evenly 
Distributed 





Research Bureau Survey Shows Gen- 
eral Increase in All Sections of 
the Nation 

Hartrorp, Conn., October 17.—The unusual 
increase in sales of ordinary life insurance in 
the United States evidences a prosperity which 
is generally shared throughout the country. In 
September, the volume of insurance sold in the 
country as a whole was 16 per cent larger than 
in September, 1928. Every section of the coun- 
try showed a gain during the month and only six 
States failed to equal their production during 
September, 1928. 

The sales during every month of 1929 have 
increased over the same months in 1928. The 
average gain for the country as a whole for the 
first nine months is 9 per cent. This large in- 
crease is shared by every section of the country. 

Every part of the United States also in- 
creased its volume of sales during the twelve- 
month period which ended September 30, 1929. 
The country as a whole paid for a volume of 
ordinary life insurance 9 per cent greater than 
the volume paid for in the preceding twelve 
months. These figures are issued by the Life 
Insurance Sales Research Bureau at Hartford, 
Conn. The figures are based on the experience 
of 78 contributing companies which, on January 
1, 1929, had in force 88 per cent of the total 
legal reserve ordinary life insurance outstanding 
in the United States. 





Life Underwriters Class Elect 

E. H. Hix, Mutual Life of New York, was 
elected president of the Life Underwriters Class 
now being held in the home office building of the 
Lamar Life in Jackson, Miss. A. E. Babbitt, 
actuary of the Lamar Life and formerly in- 
structor at Nebraska and Minnesota Univer- 
sities, has been reappointed educational director 
of the Life Underwriters Association and will 
supervise the teaching. Other class officers 
elected were S. R. Whitten, Jr., Home Life of 
New York, vice-president, and Harry O’Steen, 
Lamar Life, secretary and treasurer. 





Miss Helen L. Clark, Assistant Actuary of 
the American Central Life Insurance Company, 
was elected President of the Indianapolis Actu- 
arial Club at the annual dinner meeting at the 
Columbia Club on October 22nd. 
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Connecticut Mutual Movie 
Shown to Employees 





Visting Agents Present at Second 
Visiting Agents Present at Second 
Company’s Progress 


The first Hartford showing of the new 
Connecticut Mutual film, “The Growth of an 
Idea,” was shown in the company’s auditorium 
on Garden street Oct. 16 before members of 
the home office staff and a group of qualified 
new agents who were present for an intensive 
three-day elucational conference. 

The new motion picture, which was shown 
for the first time at the company’s national 
convention of leading producers at Bigwin 
Island, Toronto, Canada, represents the culmin- 
ation of several months effort during which the 
production was being filmed. The film was 
made under the personal supervision of E, 
Chester Sparver, supervisor of publications. 


Comprising five reels of the regulation safety 
film, the story begins with the early history 
of Hartford and the founding of the company, 
and traces the growth of Connecticut’s oldest 
mutual life insurance company up to the present 
time. The latter portion of the film deals with 
the operation of the home office; depicts the 
many modern and efficient labor-saving devices 
in use; and shows the progress of an applica- 
tion from the time it is received in the mail 
room until it is dispatched by train or air mail 
to its destination. 


California Agency Leads 

The California agency of the State Life 
Insurance Company of Indiana led that com- 
pany’s entire field-force for September, over 
$2,000,000 new business having been written in 
California Guring the month. California Man- 
ager Arthur J. Hill reports that California 
broke all its former records for any month 
during September. <A. Leslie Aron of San 
Francisco led the State Life’s fieldmen for per- 
sonal production. 











UNQUESTIONABLY 


We have the finest disability contracts 
available today. A full line of non- 
cancellable, non-medical and other at- 
tractive policies. 


Some good territories may be had in 
Michigan, Pennsylvania, Indiana, II- 
linois, Missouri and California. 


invited from underwriters 


Inquiries 
Liberal contracts 


who know the best. 
to producers. 


INCOME GUARANTY COMPANY 


Income Building 
SOUTH BEND, INDIANA 


Stock Company, Authorized Capital, $1,000,000 
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Hupp Motor Car Corporation 
Adopts Group Plan 





Fifteen Million Dollar Policy With 
Aetna Life Insurance Company 
Covers 7000 Employees 
The Hupp Motor Car Corporation has 
effected thrcugh the Aétna Life Insurance 
Company of Hartford, Conn., a combined plan 
of group life and sickness and accident in- 
surance for the benefit of 7,000 employees in 
its divisions, subsidiaries and affiliated companies. 
The amount of group life insurance involved 
is $15,000,000 and the group sickness and 
accident insurance will have an annual premium 
approximating $75,000. The cost of the plan 
is shared by the corporation and the employees. 
The Hupp Motor Car Corporation first 
adopted group life insurance in 1924. The 
original policy provided life insurance only and 
the plan limited a very large percentage of the 
employees to a $1000 policy. This group insur- 
ance program has now been modernized by rais- 
ing the minimum limits of life insurance to at 
least $2000 for male employees and by the 
addition of a very practical plan of sickness 

and accident benefits. 

The sickness and accident insurance has been 
offered to the plant employees only. However, 
the life insurance obtainable by -the office and 
salaried group has been substantially increased 
under the newly adopted policy. 


Ninety-Five Per Cent Sold 

The weekly benefits for temporary disability 
begin on the first day in case of accidents and 
the 4th day in the event of sickness. These 
benefits continue for a period not exceeding 
twelve weeks for any one disability. 

The plan was presented simultaneously during 
the past week at the various plants including the 
executive office and original property at Detroit. 
The response was extremely favorable at every 
location. 








However Hard 


a Life Insurance Agent 
may work to produce bus- 
iness, his chances of suc- 

cess are better when he 
| represents a fine old insti- 
tution such as the 


Massachusetts Mutual 
Life Insurance Company 











Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quarters of 
Insurance in Force 
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Life Companies and Investments 
in Common Stocks 


(Concluded from page 3) 
as it can. 

A. R. Thomason, assistant manager of the 
United States branch of the North British Mer- 
cantile, said that, following the old English cus- 
tom, his company will not buy in the present 
‘arket or any other for that matter, but will 
<imtinue buying railroad, city, State and Fed- 
eral bonds, and he asserted that he believed the 
present market situation is not affecting such 
securities, but will enhance their value. 

Henry J. Wyatt, vice-president of the Crum 
& Forster, managers of a large fleet of fire com- 
panies, said that his company has bought widely 
and fully in the present market, and he believed 
this should be done, because stocks are very low 
and people should not lack courage, but should 
buy unless they are buying on margin. 

William B. Joyce, chairman of the board of 
the National Surety Company, declared that his 
organization has practically no common stock 
and that practically all the company’s invest- 
ments are in Government, State, railroad, utility 
bonds and guaranteed railroad stocks and first 
preferred stocks. The National Surety Company 
has never speculated in stocks, Mr. Joyce said. 
However, it was his opinion that there are 
many very excellent investments that can now 
safely be made in common stocks of companies 
that have not been inflated to dizzy heights. 

In an effort to find out the opinion of the 
executives of leaders in the insurance world on 
the suggestion made by Mr. Conway, THE 
SPECTATOR telegraphed a large number of the 
leading insurance companies throughout the 
country, advising them regarding the Commis- 
sioner’s statement, and asking, in the case of 
fire and casualty companies, what attitude they 
were taking as to stock investments and to life 
companies, whether or not they believed it would 
be possible under the present New York State 
law for life companies to invest in common 
stocks. At the time of going to press the fol- 
lowing replies had been received from W. S. 
Humphrey, investment manager of the Standard 
Accident, Detroit, Mich: “We feel that this is 
an excellent time for companies to invest in 
high-grade stocks when they have funds avail- 
able and do not have too large stock holdings 
already.” 

W. H. Sargent, president of the Massachu- 
setts Life, Springfield, Mass., wires: “Have 
not considered stocks to be of the character of 
securities in which our company should invest, 
and present situation confirms rather than 
changes my opinion.” 

T. J. Falvey, president of the Massachusetts 
Bonding and Insurance Company of Boston, 
wires: “Answering your wire the Massachu- 
setts Bonding and Insurance Company, approv- 
ing action and recommendation of Commissioner 
Conway, advising insurance companies to invest 
in stocks, and believing in value of our best 
railroads and other like stocks, earlier today 
placed purchasing order.” 

New England Mutual Life Insurance Co., 
Boston: “Under our statute Massachusetts 
companies are now permitted to buy common 
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Interesting Texas Decision 





Court of Appeals Holds That Agree- 
ment to Protect Against Loss 
Is Assignable 

Austin, Texas, Oct. 28—In refusing to 
decide whether the Reynolds Mortgage Com- 
pany of Texas, was liable on promissory notes 
to the Abraham Lincoln Life Insurance Com- 
pany for approximately $35,000 claimed in a 
suit brought at Fort Worth, Texas, and thus 
refusing to disturb the judgment of the Circuit 
Court of Appeals, a decision has been rendered 
of interest to all insurance companies. 

The Reynolds Mortgage Company transferred 
certain promissory notes to the Marquette Life 
Insurance Company of Illinois. These were 
secured by real estate lien and the mortgage 
company agreed in case of foreclosure to make 
good any deficiencies should the real estate fail 
to bring the full amount of the notes. 

The Marquette Company’s notes and liens 
were transferred to the Mutual Life Insurance 
Company, which later changed its name to the 
Abraham Lincoln Life Insurance Company. 
This company foreclosed the lien and brought 
suit aganst the Reynolds Mortgage Company, 
claiming that the funds realized from the sale 
were approximately $35,000 less than the 
amount of the notes. 

The trial court held that the agreement of 
the Reynolds Company to make good any loss 
was not transferable. 








stock to a limited extent.” 

American Insurance Co., Newark: “The 
American Insurance Company is buying high- 
grade common stocks which with full confi- 
dence in soundness of such investments.” 

Frederick Richardson, United States Man- 
ager of the General Accident wires: “In reply 
to your telegram we are in the market buying 
desirable stock.” 

H. A. Behrens of the Continental Casualty, 
Chicago, wires: “Prior to break in stock market 
Continental Casualty had less than 5 per cent 
of its total invested assets in listed common 
stocks, believing their price levels too high for 
permanent investment account. We are now 
buying highest grade listed common stocks, 
believing that at present prices we are amply 
justified in including them in our permanent 
investment portfolio and we are recommending 
other financial institutions in this section to do 
likewise. We are therefore in hearty sympathy 
with Superintendent Conway’s attitude but be- 
lieve that fire and casualty companies should 
maintain symmetrical relation between bond and 
stock investment.” 

William A. Law, president of the Penn Mu- 
tual Life Insurance Company, Philadelphia, 
wires: “Replying to your telegram this com- 
pany has not made a practice of investing in 
common stocks and the present management is 
not inclined to change. We have bought for 
security and income not for capital gain.” 

Sewell Hodge, treasurer, Provident Mutual 
Life Insurance Company, Philadelphia, wires: 
“Tt is against our investment policy to invest in 
common stocks.” 





Large Industrial Retirement 
Plan 


Goodyear Tire Contracts for Exten- 
sive Coverage for Canadian Em- 
ployees With Metropolitan 
Life 

Toronto, CanapA, October 13.—One of the 
largest industrial retirement to be underwritten 
in the Dominion of Canada by a life insurance 
company has been adopted by the Goodyear Tire 
and Rubber Company of Canada, Ltd., of New 
Toronto, Ont. It affects approximately two 
thousand men and women employees in both 
New Toronto and Bowmanville, Ont. An- 
nouncement of the plan was made by C. H. 
Carlisle, president and general manager of the 
Goodyear company. 

Liberal in its provisions throughout, the plan 
has been arranged to encourage employees to 
increase their benefits by making individual con- 
tributions to the retirement plan, which is being 
underwritten by the Metropolitan Life Insur- 
ance Company. While the Goodyear company, 
at ts own expense, will begin deposits under 
the plan for every employee completing twelve 
months of continuous service, it will increase its 
payments for those who deposit to the fund on 
their own account. 

Through its payments to the insurance com- 
pany, the Goodyear company will provide every 
eligible employee a pension amounting to three- 
fourths of one per cent of total salary received 
during the first twenty years of employment. 
This applies to service rendered both before and 
after the effective date—October 1, 1929. 

If an employee, however, agrees to contribute 
on his own account to the plan, the Goodyear 
company will increase its deposits in order to 
bring the pension, which it is buying for the 
employee, up to a full one per cent of total sal- 
ary for the first twenty years of service. The 
employees provide an additional amount of 
pension based on their own deposits, sex and 
date of entry into the plan. 

The total retirement incomes—based on both 
the company’s and the employee’s contributions 
—are payable at age 65 for men. 














N unusual opportunity 

for an ambitious man 1 
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a good knowledge of Group 
Insurance. Salary and Com- 
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Disability and Digestive Disorders 


Famous Medical Director Says Experience Seems to 


Show That Clients Have Chosen Coverage More 
Wisely Than Companies Have Customers 


By Harry W. Dingman, M. D. 


Vice-President and Medical Director,Continental Assurance Company 


available on the subject of, at least not to 

me, in sufficient degree to draw dependable 
conclusions. But our applicants wait not for the 
experience that they only can give us, and they 
present themselves to us, and we handle them, 
as, indeed we must, on the basis of judgment. 
It is my belief that our judgment should be 
tempered with conservatism until we acquire an 
adequate experience. We must remember that 
insurance policyholders have demonstrated a 
disability rate that has increased steadily and 
remorselessly since the first table was built in 
1824. We must hold in mind that latter day ex- 
perience with non-cancellable accident and health 
policies, and life companies’ disability contracts, 
has emphasized the need of caution. 


S TATISTICAL insurance material is not 


Our clients appear to have chosen their cov- 
erage more advantageously than our companies 
have chosen our customers. Indigestion may be 
due to many things. Suffice it in this brief paper 
to consider two causes only, but those two very 
important, gall-bladder trouble and peptic ulcer. 
These two conditions are more closely associ- 
ated than is generally understood. The lym- 
phatic vessels of the gall-bladder run down 
ward along the common bile duct to become an- 
astomosed with other other lymph vessels that 
drain from the head of the duodenum and the 
head of the pancreas. 


Infection in the duodenum may easily be con- 
veyed to the gall bladder, or vice versa. The 
Merve control of these two tissues is similarly 
close, for the same vagus that acts as secretary 
nerve to the gall-bladder is also secretory to 
the stomach and is also secretary to the pan- 
creas. With this close interrelationship in lym- 
phatics and nerve supply, it is not difficult to 
understand that the condition that is thought to 
be gall-bladder may actually be duodenal, or 
pancreatic, and if indeed it is gall-bladder in 
origin, it may also be duodenal, or pancreatic. 


Disease Interrelationships 

Accordingly it is hardly surprising to observe 
with Smithies (1) that 100 consecutive cases of 
operatively demonstrated gall-bladder disease 
showed peptic ulcer associated in 7 per cent, 
pancreatitis in 6.5 per cent. Appendix disease 
was present in the astonishingly high propor- 
tion of 68 per cent. It further illustrates the 
point when we note Schuette’s (2) recent state- 
ment that complications were present in 262 of 
his series of 371 surgical gall-bladder cases. 
Conversely, Alvarez’ (3) large experience re- 
vealed ‘to him that definite biliary tract disease 
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The accompanying article has been ex- 
tracted from an address by Dr. Dingman 
before the Association of Life Insurance 
Medical Directors of America at the 
home office of the Prudential Insurance 
Company of America, Newark, N. J., on 
October 25. Because of its highly spec- 
ialized and technical nature THE SpEc- 
TATOR has taken the liberty of abridging 
Dr. Dingman’s talk considerably; the 
material herewith presented deals with 
that portion of his remarks which touch 
on topics of general interest. Dr. Ding- 
man is vice-president and medical director 
of the Continental Assurance Company 
of Chicago, IIl., and is the author of “In- 
surability—Prognosis and Selection.” 


—Eprtor’s Nore. 











is present in 8 to 11 per cent of men, 13 to 27 
per cent of women, who have peptic ulcer. 


Biliary Tract Disease 

Surgical treatment of gall-bladder trouble ap- 
pears to give satisfactory results in 7 out of 10 
cases. Such was Davey’s (4) experience when 
he made a questionnaire study of 144 cases: 70 
per cent was considered cures, 22 per cent rela- 
tive cures. So also Auschutz (5) as he traced 
the survivors of 712 surgical cases. Krogius 
(6), too, found 70 per cent free from symptoms 
when he followed up 103 persons who had been 
operated on between 1912 and 1920. Deaver 
and Bortz (7) reported 65 per cent to be re- 
lieved. Their experience embraced 872 cases. 
Marks (8) was able to learn about 68 surgical 
gall-bladder cases at least two years after op- 
eration and considered 61 per cent to have com- 
plete relief. Tanner (9) could concede only 55 
per cent as cured in his 117 cases. Steden (10) 
was even more pessimistic. In a series of 164 
cases he found but 34 per cent free from pain. 

All in all it seems reasonable to conclude that 
satisfactory results follow gall-bladder surgery 
in 7 of 10 cases. The immediate prognosis after 
operation is grave, the ultimate prognosis en- 
couraging. Most surgeons prefer removing the 
gall-bladder rather than draining it. Yet Dar- 
ner and Cullen (14) were able to report 7 in 
10 without symptoms after cholecystostomy (not 
—ectomy) was done in 290 cases. 


Peptic Ulcer 


Peptic ulcer is a disease of unknown stiology, 


as Freemont-Smith and McIver (15) remarked. 
Its cause is complex, Balfour (16) commented, 
and the great variations in the manifestations 
and complications of the disease emphasize the 
incompleteness of knowledge of the subject. I 
am in the dark at present, said Lewisohn (17), 
as to the real cause of. duodenal ulcer. 


To discuss the prognosis of peptic ulcer, com- 
ment must be made of the cancer hazard. Per- 
haps no controversy in medical literature is 
more interesting than the relationship of can- 
cer to stomach ulcer. It is generally agreed 
that cancer foilows duodenal ulcer in substan- 
tially less than 1 per cent of cases. But there 
is no agreement as to the probable incidence 
following gastric ulcer. As far back as 1909 
and 1910 W. C. MacCarthy (32) (33) at the 
Mayo Clinic was believing that as high a pro- 
portion as 71 per cent of stomach cancer was 
ulcerous in origin, and 68 per cent of stomach 
ulcers were caroinomatous in character. John 
B. Deaver (34) and Sir Berkley Moynihan 
(35) have expressed themselves as believing that 
the cancer hazard with gastric ulcer is a very 


‘grave one. Yet G. W. Criles’ (36) experience 


is a very large one and so is J. Ewing’s (37) 
and they have written that they believe that 
the cancer incidence is only about 5 per cent. 
The same diversity of opinion exists in Germany 
as here. H. Finsterer (38) wrote a very inter- 
esting essay on the subject in 1925 in which he 
quotes Aschoff as believing that ulcer carcino- 
mata were extremely rare while Zenker consid- 
ers almost all carcinomata to be ulcerous in or- 
igin. 

Again the thought becomes impressed upon 
us that if clinical opinion is so very much at 
variance, it may pay us well in insurance to 
remain conservative until we know more defi- 
nitely whether applicants with ulcer history 
will give us long illnesses because of cancer. 


Physical Considerations 

Nor should we forget the mental attitude of 
the individual who has had serious intra-abdom- 
inal trouble. Not infrequently he becomes 
scared, possibly panic stricken. Oftentimes he 
gets intensely introspective and self-analytical, 
and over-stresses minor symptoms. Any listener 
who has had a serious surgical disablement will 
be sympathetic to what I am saying. Any lis- 
tener who has an aunt or mother-in-law thus 
affected will be less sympathetic, possibly, but 
in entire agreement with me that upper ab- 
dominal surgery produces a psychic effect. 

(Concluded on page 26) 
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The Life Agent Faces East 


This Remarkable Address First Given at Washington 


Was by Request Repeated at the 


American Life Convention 


By Roger B. Hull 


Managing Director, National Association Life Underwriters 


which well describes the address de- 

livered by Roger B. Hull, the man 
behind the gun in the home office of the Na- 
tional Association of Life Underwriters, at the 
annual meeting of that organization in Washing- 
ton, D. C. 

Mr. Hull concluded a program described by 
hundreds as “unexcelled in the history of their 
organization,” and his advice to the agents who 
are expected to sell the next hundred billions of 
insurance to the people of America was a fit- 
ting climax to a successful convention. His 
message to the two thousand who stayed until 
the very last hour of the last day, in part, fol- 
lows: 

“The life underwriter of today and of tomorrow 
faces a new challenge and a new opportunity. 
That sounds like the same old stuff, doesn’t it? 
Convention Speakers, Executive Secretaries, 
Managing Directors, yes, and even Vice-Presi- 
dents and Agency officers, have been saying 
something like that, for lo, these many years. 
But it is nevertheless true, fellow underwriters, 
that we are faced today, whether we face 
them or not, with new economic theories and 
with changed competitive conditions. I have a 
feeling, whether you agree with me or not, 
that the measure of our achievement during the 
coming years is going to depend chiefly upon 
our ability to grasp, and our determination to 
cope with, these new challenging factors in 
modern commercial competition. 

“Paul Mazur in his book ‘American Pros- 
perity,’ says that he has come to a conviction 
that. modern economic conditions and even 
principles are the result of the thoughts and ac- 
tions of business men. But then he quickly adds 
that in America the forces of business have 
moved too fast for the building of an effective 
industrial philosophy; that the political econo- 
mist has built his picture upon the established 
order, only to find that order swept away by 
the flood of new business actions modifying old 
forces and creating new ones. And then he sets 
about, in what seems to me masterly fashion, 
the business of finding in the plans and actions 
of American business, the secret to the Ameri- 
can present and the basis for predicting the 
economic future. 

“But, fortunately for you, I do not intend, 
even assuming, contrary to the fact, the abili y 
to do so, to enter upon any such analysis of 
business conditions. I ask you to let me, if you 
will, simply call’ attention to what seems to me 
to be the keynote of this 1929 business pano- 
rama and then, suggest what the life under- 
writer of the next few months and years must, 


r4 ‘T AST but not least” is a quotation 


Life Educational 


and is going to, do about it. 

If we had time, it would do us no harm to 
conside in detail the marked characteristics of 
the recent economic situation, out of which this 
new opportunity arises. There is certainly no 
end of material from which to examine and 
consider those details. 

‘Do you know, for example, that there has 
very recently been published a two volume, 
nine hundred page ‘Report by a Committee on 
Recent Economic Changes,’ including the re- 
ports of a Special Staff of the National Bureau 
of Economic Research? It gives the results 
and conclusions of a national survey, in the na- 
ture of an analysis of post-war developments in 
American economic life, particularly those since 
the recovery from the depression of 1920-1921. 
The survey was set up for no other purpose 
than to enlarge the general understanding of 
our economic system and to stimulate the con- 
tinuing increase in our national productivity and 
general prosperity. 

“But that survey itself points out that the 
changes so much talked about today are not 
basically new; that while each generation be- 
lieves itself to be on the verge of a new eco- 
nomic era—an era of fundamental change—the 
Committee had come to the opinion that the 
novelty of the period from 1922 to 1929 rested 
chiefly in the ‘fact that developments such as 
formerly affected old industries have simply 
been recurring in new fields of commercial 
activity and that the changes have not been 
fundamentally in structure, but, as the Com- 
mittee said, ‘in speed and spread.’ 

“Transportation and communication are not 
new services. The facilitating function of 
finance is older than coined currency. Agri- 
culture is as ancient as history. Competition is 
not a new phenomenon, though certain phases 
of its development have seemed new. Hand-to- 
mouth buying is old. Sudden changes in style 
and demand are familiar. There is no new 
principle in installment selling. The chain-store 
movement dates back at least twenty-five years. 
‘But the breadth and scale and tempo of re- 
cent developments give them new importance. 

“The increased supply and the wider uses of 
electric current, man’s multiplication of his 
strength and skill through machinery, the in- 
crease to new heights of production per man 
hour; the quickening of those instrumentalities 
through capital provided from the surplus in- 
comes of a constantly widening proportion of 
our people—all these represent an accumulation 
of forces which have long been at work. 

There is danger, it seems to me. in this ‘new 
era’ philosophy which has been so rampant in 





every quarter, especially during the past three 
years. Conditions, though new, are fundamen- 
tally the product of the years. Our business 
traditions must not be forgotten, merely be- 
cause we see before us a new challenge and a 
new opportuniy. We must not conclude that all 
considerations of business caution and conserva- 
tism should be ignored simply because of the 
new pace in industrial progress and marketing 
efficiency which has been set in this country. 
We must still admit frankly, at least to our- 
selves, that while there are many new ele- 
ments in the situation, our economic system is 
still subject to the danger of an unbalanced de- 
velopment and over production in individual 
businesses, which may well bring about a gen- 
eral recession in prosperity. 

“We are chiefly concerned, however, as life 
underwriters, in the net results to us of these 
new manifestations of old forces. What do 
they mean to us, as prospective leaders in 
the development of the America of tomorrow? 
What is their keynote? Is the business of 
selling life insurance in America keeping step 
with these great foreward movements? 

“Whether we realize it or not, and whether 
we like it or not, the course of progress in 
American business during the next few years 
lies in our hands, just as truly as in the hands 
of any other single group of professional cr 
business leaders. Unless we catch the spirit 
of these new developments and unless we take 
our place in the front rank of constructive 
thinkers and .progressive doers, unless we turn 
our faces toward the glorious sunrise of a 
new world opportunity—the realization of our 
hopes in connection with this Second Hundred 
Billion is going to be long postponed, if not 
largely defeated. 

“T find in this new development of America 
a single keynote. And, fortunately for us, 
it seems to me, it is a key note to which we 
as life underwriters can most easily attune our 
whole program. That keynote is quality of 
performance—the infinite adaptation of the sale 
to the needs and demands of the consumer.” 

At this point Mr. Hull gave an outline 
analysis of what has been accomplished along 
these lines by other industries. He then con- 
cluded with the following remarks: 

“I am almost through—just a thought in 
closing. What does quality of performance 
mean to the individual life underwriter of 
this country? It means, doesn’t it, if it 
means anything at all, a clear vision of the 
infinite possibilities of this high calling of ours, 
and a clear and commanding courage to do 
what that vision tempts us to do. 
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The Old Age Pension Problem 


Who Avers That the Legal Reserve Life 


Companies of America Are Faced With the 
Task of Either Solving the Aged Worker's 
Case or Turning It Over to Other Agencies 


First Vice-President and General C ounsel, Metropolitan 


HILE stressing the part life insur- 
\ \ ance has played in advancing the 

country’s health and economic 
prosperity, and emphasizing its continued im- 
portance in the national business structure, 
Leroy A. Lincoln, first vice-president and 
general counsel of the Metropolitan Life In- 
surance Company, addressing the American 
Life Convention here today, touched upon a 
matter of nation-wide interest when he de- 
clared that the legal reserve life insurance 
companies, with their $100,000,000,000 of life 
insurance and $17,000,000,000 of assets, are 
confronting a situation in which they must 
either help industry solve its old age pension 
problem or see it taken out of their hands by 
government. 


Pensions for Wages 

Referring to pensions, or annuities, as one 
of the products of life insurance, Mr. Lincoln 
said that the idea of scrapping worn out 
employees has become obsolete in American 
industry and that “far-seeing employers are, 
through pension funds, preparing in advance to 
substitute old age pensions for wages.” 

How these funds shall be organized, managed 
and provided are questions, Mr. Lincoln ex- 
plained, “which are occupying a prominent place 
in the minds of keen students of sociological 
problems in public and private life.” 


“Leaders in government,” he said, “are alive 
to the question. Individual States are con- 
sidering the subject through their legislatures. 
Life insurance companies have been developing 
group pension programs available to employers 
desiring to make old age pension provisions 
for their employees. There is much for us 
to learn, much for the public to learn, but it 
is rapidly becoming apparent that some vehicle, 
public or private, must be found for organizing 
and managing systems of old age pensions 
which shal! be purely pension without those 
frills which so materially increase the cost. 
Our companies must meet this problem and 
meet it squarely if we do not wish to see it 
taken out of our hands by government. 

“Surely, the institution of life insurance in 
this country will be alert to devise and present 
appropriate means of satisfying the growing 
demand for this sort of protection on a basis 
which, both in cost and in administration, will 
be superior to any service which government 
may be expected to provide.” 
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By LeRoy A. Lincoln 





Life insurance companies in America 
are genuinely concerned over the prob- 
lem of what this country ts going to do 
about its growing army of aged, penniless 
unemployed. That some scheme of pro- 
viding for these unfortunates will be in- 
stituted in the near future is unquestion- 
able, The State of New York, at the 
instigation of Governor Franklin D. 
Roosevelt, is now engaged in a general 
survey of the problem which may result 
in legislation in respect to old age pen- 
sions being introduced at an early session. 
Life insurance companies, it may be said, 
have been among the first to solve the old 
age problem insofar as their own em- 
ployees are concerned. Preachers of 
beneficence, they have practiced it them- 
selves. It now seems incumbent upon 
them, as Mr. Lincoln suggests in the ac- 
companying article, to give the benefit of 
their experience and skill to other indus- 
tries and institutions beset by the prob- 
lem.—Enttor’s Note. 











In developing the subject of his address— 
“Life Insurance in the National Business 
structure’—Mr. Lincoln said that after the war, 
when old established business traditions were 
superseded by an era of nation-wide industrial 
co-operation, the Department of Commerce 
under the guidance of Herbert Hoover, then 
its secretary, took the lead “in inspiring us 
with the idea of a National Business Structure 
—a structure built of the many separate business 
and lines of business which go to make up the 
commercial activity of the Nation.” 


General Prosperity 

Coincident with the development of co- 
operation and largely because of it, Mr. Lincoln 
said, there followed a new era of prosperity, 
so that now almost every stratum of the pop- 
ulation seems keenly interested in the financial 
structure of the country and is profiting directly 
or indirectly from its growth and its improve- 
ment. In this prosperity, he pointed out, life 
insurance has played its part. 

“Business, as such, could not function as it 
does,” he said, “were it not for that background 


Life Insurance Company 


of individual protection, that sense of security 
against the financial losses which come in the 
wake of death, which is spelled in the very 
existence of every life insurance policy. We 
do not ordinarily appreciate how much the 
whole business world owes to this business of 
life insurance.” 


By relieving social and financial distress, Mr. 
Lincoln sa:d, life insurance enables industrial 
life to run on more smoothly, softening the 
shocks which the business structure might 
otherwise suffer. 


Public Appreciation 


“Here, too,” Mr. Lincoln said, “we may 
confidently assert that one of our products 
plays an important part in sustaining the na- 
tion’s business. The spirit of co-operation 
between employer and employees has nowhere 
been more outstandingly signalized. Both 
parties have seen the futility of arrogance and 
strife and have learned to appreciate the value 
of mutual co-operation. What this is worth in 
dollars and cents to American business where, 
almost alone, this kind of insurance is used, 
is beyond measure, but public appreciation of 
it will grow and grow with the years. 


“Another by-product of the life insurance 
business which must have had an appreciable 
effect on the itisurance structure of the country,” 
Mr. Lincoln continued, “is the improvement 
of the public health, much of which can be 
traced more or less directly to the practices or 
the influence of life insurance companies. Every 
company, by its attitude toward sound health, 
even if as a business precaution has played its 
part in improving the health of the people, and 
thereby, in laying a sound foundation in which 
business itself might prosper.” 

After explaining how the investment of life 
insurance funds affects practically every phase 
of the nation’s business, Mr. Lincoln said: 


“One may well doubt whether this country 
would have reached its present economic posi- 
tion if legal reserve life insurance had not 
attained its predominant place in our affairs. 
Is it too much to claim that one of the major 
reasons for the economic prosperity of our 
country, as contrasted with the limited develop- 
ment of many other countries, arises out of 
the existence and the excellent use which has 
been made of the enormous investment funds 
available only through legal reserve insurance.” 
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AGENCY SUPERVISOR | 


WANTED—4 Home Office Agency Supervisors, not under 30 
nor over 45 years of age. Must have had experience in writing 
life insurance and Agency Supervision. Only men who have 
earned a living writing life insurance on a commission basis 
over a reasonable period of time will be considered. Give 
details of past business experience and state why you think 
you are qualified for the position. Will pay liberal salary, 
expenses and overwriting commission. 
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Why I Carry Life Insurance 


The Inquiring Reporter Goes Among the Public to Find Out Why People 
Buy Insurance and How Much They Are Influenced 


HY do people buy insurance? Has 

\ \ the public been educated to the idea 

of regarding the value of life and 
other forms of insurance as economic necessity 
—or does the agent really sell the tremendous 
volume added to the books each year? 

To find the answer to these questions, I 
turned inquiring 
reporter and 
went direct to 
the public for 
the answers. I 
stopped men on 
the street, I 
walked into 
stores, into 
banks and of- 
fices, questioning 
all sorts and 
types of men. 
Why, I wanted 
to know, did 
they carry insur- 
ance and what 
kind of insurance did they carry? 

I questioned some two dozen men. I venture 
to say that had I not had the camera man 
along, that only a third would have stopped 
to talk to me. Most of those I stopped were 
suspicious. They thought I was trying to sell 
them something or that there was some trick 
attached to my questioning. To allay their 
suspicions, I refused to take their addresses. 

Two of the twenty-four I questioned were 
absolutely sold on life insurance. One gave 
the answer to the reason why industrial life 
"agents are now 
beginning to be 
recognized. After 
listening to this 
man explain why 
he carried life in- 
surance, one could 
only stop and give 
thanks for the in- 
dustrial agent and 
his small industrial 
policy, which, as 
this chap called it, 
“mm OWas “the poor man’s 
hi best friend.” But 
S. 8. Schwab, Publisher "T° paren — 
agents really sell life insurance. For of the 
number I talked to, only one man claimed 
that he had sold himself on the idea. And 
yet he added that when he thought he wanted 
more insurance, he had called his agent who 
had studied his needs and then outlined—and 
sold him—the plan he had. 





J. Emery, Supervisor 
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by the Agent’s Salesmanship 
By E. S. Banks 


Oi the few 
who carried ac- 
cident insurance, 
they all admitted 
that they carried 
it because the 
agent had sold 
them on _ the 
idea. 

But—and here 
is a significant 
thing I found— 
practically all 
were unsold on 
many of the 
coverages they 
needed. Outside 
of life underwriters, agents do not seem to 
be selling insurance. The various casualty 
coverages such as accident, health and burglary, 
I discovered are not being pushed. With the 
need for these coverages as great as they are 
and the field for them so wide the reason why 
this should be remains a mystery unless one 
regretfully accepts the fact that the casualty 
agent has turned into an order taker. 

I found that bankers and business men regard 
the casualty, surety and fire coverages as 
economic necessities. They are something that 
must be carried 
for their protec- 
tion. This busi- 
ness, according 
to those I talked 
to, was not sold 
by the agent but 
was given to 
him. 

I spent four 
hours wandering 
about the streets 
questioning 
people why they 
carried _insur- 
ance. And as I 
sit here writing, 
with the impressions fresh in my mind, I am 
convinced that if the agents would push resi- 
dence burglary and accident and health in- 
surance more, that they would find a golden 
field awaiting them. 

Of all those I questioned, not one was anyone 
I had ever seen before. I did not want to 
question any friend of ‘acquaintance for fear 
that they might reply, unconsciously, with argu- 
ments that they had heard me use. 

My first call was on the president of a large 
bank. I found him preparing to leave that 
afternoon for Europe. He believed in in- 
surance; he carried quite a bit of it. Why, 





F. A. Adams, Contractor 





Matthew Hogan, Foreman 


he didn’t know. He didn’t have the time to 
be interviewed and he didn’t feel like being 
quoted. 

I talked too with the managing editor of a 
large newspaper. I found him so sold on life 
insurance that he carried close to $100,000. His 
agent, he said, had sold him. 

But now let the people themselves do the 
speaking : 

P, E. Brown, 
banker—I carry 
some life insur- 


ance and fire 
insurance. In 
the bank, of 


course, we have 
all the coverages 
—burglary, fi- 
delity, messen- 
ger, etc. On 
life insurance, 
the agent sold 
me the idea. The 





other lines are MM. Zeper, Diamond Mer- 
a necessity. We chant 
need them to protect our directors and 
depositors. 

J. Emery, a transit line supervisor. (I wish 


I could give his words as he told them to me. 
But I am no O. Henry or Donn Byrne so I 
must tell as best I can what this big, smiling 
Irishman, whose salary is very small, told me.) 
—Sure, my whole family is insured. And 
then I have a group policy. Who sold me 
the idea? Why the agent. There’s five in: 
my family and we all have industrial policies. : 
You know, I saw people dying who had no: 
money to bury 
them. There 
was a next door 
neighbor of 
mine. You 
couldn’t talk 
to him on 
insurance. He 
couldn’t see any 
good in it. He 
died and we had 
to take up a col- 
lection to bury 
him. And then. 
the agent called 
around and told 
me all about life 
insurance and how no one would ever have to 
take up a collection to bury me. Sure I carry 
life insurance. It is the best thing in the world 
for poor men. 

F. Phillips, tailor—He carries life insurance 
but he’s not an advocate of it. Who sold him? 


Life Educational 





C. V. Harrison, Manager 
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NEW SHENANDOAH POLICIES 


An added source of income to you and a new 
way of instilling ideas of thrift in the men and 
women of tomorrow. 


. CHILDS’ POLICIES 


They go into full benefit at the age of 5. With 

| | these new policies, you can offer your clients 

absolutely the latest, most modern and com- 
plete insurance program for children. 








Write us for information. 


CHARLES E. WARD, Agency Manager 


SHENANDOAH LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 


R. H. ANGELL E. LEE TRINKLE' W. L. ANDREWS 
President 


Vice-Pres. Secty.-Treas. 


(Former Governor of Virginia) 




































ROCKFORD LIFE 
INSURANCE COMPANY 


Home Office: 
ROCKFORD, ILLINOIS 


et & 


For Direct Contract 
Write to 


FRANCIS L. BROWN, 
PRESIDENT 


HOME OFFICE 


























INSURANCE OFFICE ORGANIZATION 
AND ROUTINE 


By J. B. Welson, LL. M. and F. H. Sherriff, F. I. A. 


A valuable guide to the proper organization and conduct of an 
insurance company. Sets forth the best methods to be followed 
in the formation and management of an insurance company’s staff. 
Practical features of operation, such as correspondence, branch 
control, agency audits, office systems and machines, are compre- 
hensively discussed. 

Price, $2.25 





Physiology and Anatomy. By Dr. Harold Gardiner. A 
concise and clearly written treatise, with numerous illustrations. 
It also contains chapters on the common diseases and accidents 
(including industrial diseases), and a list of everyday medical 
terms. The book is designed particularly for insurance men and 
lawyers. 414 pages; cloth binding. 

Price, post paid, $3.00 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 


Price, post paid, $1.50 





Accountancy. By Francis W. Prxiky. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view. The latest exposition of the science. 318 pages. 


Price, post paid, $2.25 





Dictionary of Fire Insurance. A Comprehensive Encyclo- 
pedia of the Law and Principles of Fire Insurance, and British 





and Foreign Practice. Edited by BERNARD C. REMINGTON, F. C. 
I. I. Contains contributions by prominent officials of fire in- 
surance companies and other experts. Subjects are arranged 








alphabetically and well cross-indexed. Important subjects are 
given ample space and full explanation, and a great amount of 
serviceable knowledge is presented in condensed form. 


480 pages, half leather binding, price, $8.50 





Dictionary of Accident Insurance. A new, Encyclopedic 
Work Dealing with the Principles, Law and Practice of Every 
Branch of Accident Insurance. Edited by J. B. WELSoN, L.L. M., 
F.C. 1.1., F.C. 1I.S. Contains many contributions by well-known 
authorities on British Accident Insurance Law and Practice, with 
numerous forms and documents. In each particular section, sub- 
jects are arranged alphabetically. Covers all classes of insurance 
except life, fire and marine. 


814 pages, half-leather binding, price, $17.50 





Insurance. A Practical Exposition for the Student and Busi- 
ness Man. By T. E. Younec, B. A., F. RR. A.S. Third Edition, 
Revised and Enlarged. A lucid, simple exposition of the princi- 
ples and practice of life, fire, marine and other branches of insur- 
ance. Adopted asa text book by Yale University. 


424 pages, third edition, price, $3.00 


Principles of Marine Law. By LAwRENCE DuckworTs. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 


Price, post paid, $2.25 





Office Organization and Management. By LAWRENCE R. 
DicxsEk, M. Com., F.C. A.,and H. E. Buain. This volume gives 
in detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods 
315 pages, cloth. 

Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


243 W. 39rH Srreet 
NEW YORK 


INSURANCE EXCHANGE 
CHICAGO 


THE SPECTATOR, 
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A Leading Agent Gives His Rules 
for Success 


Gustav Gattlieh Who Wrote Qver Two Hundred Lives 
for Connecticut Mutual in Last Club Year 
Is Strong for Service 


J. Pierpont Morgan, it seems, had nothing to 
offer Gustav Gottlieb. Many years ago, Gott- 
lieb, when still a boy, applied to him for a posi- 
tion. Neither had A. G. Spaulding, and other 
prominent people. They all replied to his letter 
of application that they would keep his name on 
their waiting list. I am still waiting,’ says Mr. 
Gottlieb, who led The Connecticut Mutual for 
the Club Year just ended, in both premiums and 
lives. 

After the usual varied start in business Mr. 
Gottlieb entered the life insurance business in 
1915 and went with The Connecticut Mutual in 
the office of Peter M. Fraser some years later. 

Some indication of the remarkable rise Mr. 
Gottlieb has made with The Connecticut Mutual 
was indicated at the recent convention of the 
company at Bigwin Island, Lake of Bays, On- 
tario, Canada, when he was presented with the 
Samuel T. Chase cup awarded to the leader in 
premiums by President James Lee Loomis, Ac- 
tually, Mr. Gottlieb also qualified as winner 
of the President’s Cup, awarded to the leader 


in lives. Since. however, not more than one cup 
may be awarded to the same agent, the latter 
cup went to the next highest man. 

Mr. Gottlieb, ever since joining the ranks of 
The Connecticut Mutual in 1923, has had un- 
usually fine records as a salesman. For the past 
two Club Years he has been a member of the 
Millionaire Corps, an honorary body composed 
of Connecticut Mutual representatives who have 
written over a million dollars of insurance dur- 
ing the Club Year. In 1926, Mr. Gottlieb was 
the winner of the President’s Cup, having writ- 
ten 217 lives. Since 1925 he has ranked con- 
sistently among the company’s five leading pro- 
ducers. 

In the twelve-month period recently ended, 
Mr. Gottlieb wrote 232 lives for premiums to- 
taling $56,061.62. 

We asked Mr. Gottlieb to give us his rules 
for his success. “My little success,” he replied, 
“T attribute to my plan of making friends with 
everyone. You can never have too many 
friends, for each and every friend is a prospect 








“A person really doesn’t have to 
join a club and directly approach his 
fellow members for life insurance. I 


don’t believe in that. A lot of. com- 
mon sense must be used in this matter. 
It doesn’t take a fellow member or a 
friend long to discover the business 
you are in; then all you have to do is 
let -nature take its course. I. always 
endeavor to give the best in me. to 
my clients. I try to be on the level 
with them; never tell them a lie, al- 
ways endeavor to be honest and alert; 
and try to give them service and make 
them feel they need me just as much 
as I need them. I look over their 
other policies for them, and try to 
make sound suggestions. I never 
knock other companies but rather 
boost them. I never stop by selling 
a man a policy; I consider that my 
work is just commencing with that 
client. I would rather lose a policy 
than misrepresent a contract; and I 
find that trust agreements make the 
average man see more easily that he 
is not sufficiently insured.”—Gustav 
Gottlieb. 




















for life insurance. I always stand ready to do 
my little bit for the various organizations I 
belong to. That, too, is essential: to belong to 
the proper clubs, fraternal and social. I per- 
sonally think that to mingle and be among peo- 
ple is success.” 





Why I Carry Life Insurance 
(Concluded from page 23) 

He doesn’t know. His wife, he said, took 

most of it out. 

L. H. Ellis, assistant sales manager.—He 
carries quite a bit of life insurance on the life 
annuity plan. He sold himself on the idea he 
said, although he did add that when he increased 
his insurance, he called his agent who went 
over his case and finally suggested the plan 
he has. He also has accident insurance which 
he took out in his own initiative. 

C. V. Harrison, assistant manager of type- 
writer company.—He doesn’t think so much of 
insurance. He tells agents what he wants. 
The life insurance he carries is the Government 
policy he took out during the war. Has all 
automobile except collision. Had burglary in- 
surance at one time but dropped it. 

Philip Sobel, advertising man.—One hundred 
per cent insured. Gives agent full credit for 
it. Sold along protection lines. Has life, acci- 
dent, health, burglary—everything. 

He is a real booster for insurance in all lines 
and particularly life protection which he says 
comes under the head of duty for the family 
man. 

Enthusiastic Prospect 

Frank A. Adams, contractor—Agent sold 
him on life insurance and accident insurance. 
Took out full coverage automobile insurance, 
including non-deductible collision, because he 
considers it a necessity. He believes insurance 
to be a wonderful thing. Of the twenty-four, 
he was the only one who insisted on stopping 
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to talk to me about the great value of insurance. 
I don’t know who his. agent is, but I take my 
hat off to him. He certainly sold his client 
on the value of insurance. 

Harry Ramsey, artist.—Gives agent full credit 
for selling him on life, accident and health. 
Believes insurance to be a wonderful thing and 
is sorry that he can’t carry more life insurance 
than he does. Is particularly sold on accident, 
having collected two years ago on accident 
that laid him up for several months. 

M. Zeper, diamond merchant.—He carries 
some life insurance. Has fire and burglary on 
his business. Agent sold him personal insur- 
ance. Believes other coverages to be necessity 
as protection to his business. 

Matthew Hogan, foreman of street repair 
gang.—Has had an industrial policy for years. 
At least twenty-five years. 


Great Economic Force 


Samuel S. Schwab, managing editor of daily 
newspaper.—I think insurance is a great thing 
and that everyone should carry it. It’s one of 
the greatest forces in our economic life. I 
believe so strongly in life insurance that I 
carry around $100,000. I have my house in- 
sured against fire as well as the contents and 
I carry a special fire policy on my collection 
of books. I also have a residence burglary 
insurance policy. I have every form of auto- 
mobile insurance except collision insurance and 
I think the rate on that is too high. I should 
say that my agent sold me on the need for 
these coverages. 


Transaction of the Actuarial Society 
of America 
The Actuarial Society of America has issued 
its transactions at the meeting May 16-17, 1929. 
This book constitutes Vol. XXX, Part One, 
No. 81 of the proceedings and contains over 
340 pages. Among the data embraced in this 
volume are lists of officers, fellows and asso- 
ciates; the address of the president, James D. 
Craig, and papers as follows: Reminiscences, 
by A. A. Welch; The Actuarial Profession 
on the North American Continent, by Arthur 
Pedoe; Group Life Insurance—What Shall the 
Expression Include?, by Rainard B. Robbins; 
Should Disability be Subject to Pro Rate? by 
J. M. Laird; CompanyPractice—Annual State- 
ment, by Charles E. West; Section 97—New 
York Law, Revision of 1929; by M. A. Linton; 
An Experience Rating Formula, by Ralph 
Keffer; A New Method of Computing Non- 
Participating Premiums, by James E. Hoskins; 
Actuarial Note: Does Group Life Insurance 
Cost Show a Tendency to Increase with the 
Age of the Contract? by W. R. Williamson. 
In addition there are reports of Discussions 
of Papers Read at the Previous Meeting; A 
Suplementary Report on Combined Annuity 
Mortality Experience; A Report on Aviation 
Statistics, and one on the Proposed Standard 
Provisions for Total and Permanent Disability 
Benefits in Connection with Life Policies. 
Other information presented includes the 
annual report of the treasurer; book reviews, 
obituagies, and minutes of the annual meeting. 
The transactions may be ordered from The 
Spectator Company at $2 per copy. 
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Disability and Digestive 
Disorders 
(Concluded from page 19) 

Thought carries on to the widely varying 
mental attitudes toward sickness that different 
persons have. Some individuals give up to the 
idea of stickness more quickly than others and 
some seem to be stubborn in resisting the idea 
vf recovery. It is very difficult to make ade- 
quate appraisal of what might be called disabil- 
ity-capacity, but we should not disregard such 
obvious truths as these. We know so by general 
observation as well as msurance experience. 
Women have more sicknesses than men. South- 
erners are disabled oftener than Northerners. 
Slavs admit longer illnesses than Nordics. 

The psychic element is potent in many per- 
sons, so potent that we may wish to agree with 
McLester (39) when he stated that indigestion 
is a psycho-neurotic affair in about one case in 
three. Of 5700 persons consulting him in Bir- 
mingham, Alabama, 28.5 per cent had digestive 
complaints chiefly, and 33 per cent of these were 
psychoneurotics, were evidently born so and 
were regarded as predestined to their troubles 
because of constitutional inferiority. As J. 
Ramsey Hunt (40) has reminded us, many dis- 
orders are purely psychic and many others re- 
sult from psychic influences. The mind bears 
the burden of all disease of whatever the na- 
ture. 


Ethical Considerations 

Nor dare we disregard the honesty of our cli- 
ents. It has been my contention for sometime 
that our applicants should qualify ethically, and 
psychically, as well as physically. It is impera- 
tive that we select policyholders who will be 
frank and honest when applying to us for in- 
demnity. The disability problem would be solved 
if none but the unimpaired got policies and none 
but the surely impaired collected indemnities. 
In a brief survey of a certain portion of the non- 
cancellable health and accident business in our 
company, drawing three broad groups according 
to ancestry, we found indemnity payments to 
vary as greatly as $6.00 to $3.00 to $1.00 per 
unit of premium. Classifying these claimants 
according to cause of disability tells us little as 
compared to classifying them according to their 
personal and racial characteristics. 


Insurance Conclusion 

Peptic ulcer and biliary tract disease should 
be regarded as surgical ailments. When known 
to be present, they are not acceptable disability 
risks before operation. After operation present 
knowledge makes it appear that further trouble 
may be expected in about one-third of the gall- 
bladder cases, one-third of the duodenal ulcer 
cases, perhaps one-half of the gastric ulcer 
cases. Conservatism is advisable. 


On farm properties, the Prudential made 
. 2857 loans for a total of $14,338,051, while on 
city properties other than those used for dwell- 
ing purposes there were 258 loans for a total 
of $20,701,137. . 

The decrease for 1929 was chiefly in the mat- 
ter of business properties. 
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Selection of New Agents 
Is Discussed 





H. G. Kenagy of Sales Research 
Bureau Describes Process to 
Philadelpha Managers 

All that the Life Insurance Sales Research 
Bureau knows about picking new agents can be 
summed up in two words—be careful—H. G. 
Kenagy declared at the first of the series of 
six luncheon-meeting-managers’-school of the 
managers’ committee of the Philadelphia Asso- 
ciation of Life Underwriters at the Bellevue- 
Stratford, last week. 

The largest attendance in the history of the 
committee attended the luncheon at the first 
session and the majority remained for the open- 
forum discussion which followed Mr. Kenagy’s 
lecture on the securing of new men and the 
type of men to select. 

One pertinent point raised by him was that 
there is no scientific procedure for selecting new 
men that is worth the time it takes to read it. 

He started off by declaring that the time has 
come for the life insurance business to no longer 
take in failures of other lines. 

There were two major sources for new men, 
he said, (1) the young man just starting in, 
and (2) men who have been and are successful 
in other businesses. 

In selecting new men, he asserted, the general 
agent should get men who can respond to his 
leadership and should get men who are success- 
ful in other lines. 

The changing industrial situation, with its 
mergers and formation of holding companies, 
etc., has forced a number of good junior execu- 
tives to seek connections with a stable business, 
Mr. Kenagy told his audience and went on to 
say that the life insurance business should get 
a portion of them. 

The problem of recruiting men, he asserted, 
was an individual agency problem. He advo- 
cated the general agent keeping a check on the 
characteristics of new men so that he could get 
a measuring stick of the type of men who would 
prove successful. 

In the open-forum discussion which followed, 
Mr. Kenagy, in reply to a question by Jackson 
Maloney, vice-president of the Philadelphia Life, 
declared that he believed that the part-time 
agent, as far as the cities were concerned, would 
soon be a thing of the past. Where they were 
being used, he said, they were being used as 
feeders for full-time men and as a solution to 
problem of advances 


Keane Patterson Opens Branch 

One of the finest appointed suites in life 
insurance offices in New York city is the new 
branch just opened by the Keane Patterson 
Agency. This is located in the new 60 John 
street Building, the last word in modern con- 
struction, and is known as the “John St. 
Branch.” 

Its management is directed jointly by Joseph 
L. McAvoy, and William H. Whelan. This is 
the fourth office opened by the Keane Patter- 
son Agency in their four years’ existence. 





The Life Agent Faces East 
(Continued from page 20) 

“Harry Spillman, of the Remington Rand 
Corporation, tells of the dear old lady who, 
by that miracle of modern science had had 
cataracts removed from her hitherto unseeing 
eyes, and she was led out into the lengthening 
shadows of the soft and mellow witchery of 
a glorious sunset, and when her tired eyes 
for the first time saw that magic of color, 
she said: ‘Where are all the people?’ And 
the kindly doctor asked, ‘What people?’ And 
she said, ‘Why aren’t all the people out here 
to see what I am seeing?’ 

“Are we alive at all to the glories of our 
‘calling, and to the God-given grace of per- 
sonality and our own personal power? Or 
must we be struck blind to see its beauty and 
its strength? 

“Someone has said—I hate to steal another 
man’s idea and not give credit for it, if I 
can remember where I stole it—someone has 
said: ‘I’d like to see a great big sign over 
every general agency in the country, reading, 
“All out, looking for the Sunrise. 

“A Million-Dollar producer, asked the other 
day what was the secret of his success, answered, 
‘If you want to tell the life underwriters of 
the country how I write a million dollars, tell 
them it is because I expect to do it.’ 

“And then, Harry Spillman also says that 
he once asked a Remington typewriter sales- 
man if he had been selling during the week 
just closed as successfully as he had hoped to 
do, and the typewriter salesman replied: ‘No, 
I didn’t sell as many typewriters as I expected 
to, but then I really didn’t expect to.’ 

“Are you and I expecting to play a glorious 
part in the era of the Second Hundred Billion? 
Or are we looking on the hard things and 
the problems all the time, and are we forever 
apprehensive lest the storm cloud forming in 
the west shall break before we reach our destin- 
ation? Are we every so often facing toward 
the glorious sunrise of the East with all of its 
new and compelling inspiration, to drive us 
on to new accomplishment? And are we facing 
also, just once in a while in a moment of calmer 
retrospection toward the glorious western sunset 
where the gorgeous colors of all of nature’s 
handiwork blend and breathe their magic 
power? 

“Aren’t we going to show the world that a 
business man can be practical and efficient and 
successful and at the same time be a social 
idealist, charged with sentiment and imagina- 
tion yes, and inspired by aspirations that look 
far beyond the range of material advantage? 
Thus the life underwriter of the next five 
years may become the prototype of the better 
American of the better future.” 


Sun Life of Canada Founder Dead 

Otrawa, Oct. 25.—William Thomas Mc- 
Intyre, one of the founders of the Sun Life 
Assurance Company of Canada, and former 
manager of the company, died at Toronto re- 
cently at the age of 77 years. Mr. McIntyre 
had been with the Sun Life 53 years. 
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National Board’s Survey of 
New York Completed 


Probability of Conflagration 
Slight as Source of Water 
Supply Is Sufficient 


Fire Department Very Efficient 





Dorman Responsible for Many Im- 
provements and Additions 
to Equipment 





The six months’ survey of the water, gas 
and electricity department of the city of New 
York, as announced in the April 4 issue of THE 
SPECTATOR, which was conducted by the Na- 
tional Board of Fire Underwriters, with the 
assistance of city officials, was completed in 
September and shows existing conditions such 
that a conflagration in the high value circles 
to be very improbable. 

Detailed observation of conditions in the five 
boroughs included a painstaking survey of the 
city’s Department of Water Supply, Gas and 
Electricity. The report on conditions in this 
department concludes that the sources of supply 
are sufficient for present needs, are capable of 
amplifiction, and that the city is in the process 
of acquiring large additional supplies from 
distant sources. 

“The New York Fire Department,” reads the 
report of the Underwriters, “is an efficient, well 
disciplined organization, with good management 
under the single head of the Commissioner, 
who is responsible to the Mayor for all phases 
of fire fighting and fire prevention.” 

Concerning John J. Dorman, who heads the 
department, the report states: 

“The present Commissioner has adopted a 
progressive programme, as exemplified by the 
extensive increase in the force in the past few 
years and in the plans now under way for 
new stations and additional fire companies to 
provide for rapidly growing sections of the 
city.” 

All phases of fire protection of the city are 
covered in this report which deals with features 
of building construction, storage of volatile oils, 
combustible materials and other hazards whicn 
tend to produce or extend fires to a point where 
they reach conflagration proportions, 
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American Fire & Marine to 
Increase Capital 


Additional 90,000 New Shares Is 
Proposal of Board of 
Directors 

Recommendations of the board of directors 
that the authorized capital of the American Fire 
& Marine Insurance Company of Galveston be 
increased to $1,500,000, consisting of 150,000 
shares at $10 par value, will be acted upon at a 
meeting of stockholders which is to be held on 
October 31. Further recommendations to be 
acted upon is that holders of the 60,000 shares 
now outstanding be given rights to purchase 
three new shares for each two shares now held 
at $17 per share, and that the shareholders not 
dispose of their stock at less than $25 per share, 
prior to May 1, 1930. 

A letter explaining this provision by the board 
is, in part, as follows: 

“Your board of directors has received a ten- 
tative proposal from an Eastern investment 
banking house, to purchase for $20 net per 
share to the company, at the earliest possible 
moment when in their opinion the Eastern in- 
surance investing public will absorb the offering, 
from 30,000 to 50,000 shares of the capital stock 
of your company which they anticipate market- 
ing at approximately $25 per share provided the 
stockholders do not dispose of their stock for 
les than $25 per share before May 1, 1930.” 








In the congested and so-called high-valued 
sections of Manhattan, the Bronx, Brooklyn 
and Queens, the report indicates that the con- 
flagration hazard is minimized by several fac- 
tors, including the high percentage of fire- 
proof construction, extensive amount of auto- 
matic sprinkler protection, good use of super- 
visory and protective signaling systems, to- 
gether with a reliable water supply, and a 
powerful, well-manned and efficient fire de- 
partment. 

In the skyscraper zones the possibility of a 
devastating fire in buildings which tower 
towards the clouds is regarded as improbable, 
because of the ease with which fire apparatus 
and firemen may be concentrated and the recog- 
nized practice of the fire department in guard- 
ing against exposures and making certain 
proper protection of cellar and stairway open- 
ings. 

(Concluded on page 33) 


Wm. H. McGee Companies 
Go to Crum & Forster 


Will Merge Transportation Fire 
and Transportation Re- 
Insurance Companies 


Take Over Fire Management 





Wm. H. McGee and Company Will 
Continue to Handle Inland Marine 
Business of Group 





Although no definite action has been taken, 
it is understood that some time this week Crum 
& Forster will have plans under way for the 
handling of the three Transportation companies 
in which large interests were acquired last 
week, 

The three Transportation companies, while 
only organized about a year and one-half ago, 
have done remarkably well and will be a valu- 
able addition to the already splendid fleet of 
the Crum & Forster group. 

It is the intention to merge the Transporta- 
tion Insurance Company and the Transportation 
Reinsurance Company at a very early date, thus 
making a fire and marine company of $5,000,- 
000 combined capital and surplus. Crum & 
Forster will take the entire fire management of 
the merged companies, while the inland marine 
business will be continued by the firm of Wm. 
H. McGee & Co., Inc. The Transportation In- 
demnity Company will be managed by the Crum 
& Forster interests and will be their first in- 
demnity enterprise. With their fire companies 
splendidly established throughout the United 
States they have a remarkable possibility to de- 
velop a preferred indemnity business. 

Representing Crum & Forster on the boards 
of directors of these companies, which includes 
some of the most able financial men of New 
York, will be John A. Forster, J. Lester Par- 
sons, and David G. Wakeman. 


Satt Lake City, Oct. 22.—The Orlob-Hatch- 
Bruhn Company has been formed by the con- 
solidation of the John T. Brunn Company and 
the Orlob-Hatch Company, local general agents 
for fire and casualty insurance. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 


NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 











OF NEWARK, N. J. SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$56,065,676.33 $19,562,542.89 $13,500,000.00 $23,003,126.44 $36,503,126.44 
HENRY M. GRATZ, President NEAL BASSETT, Vice-Pres’t 


JOHN KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 
ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CO. 


OF PHILADELPHIA, PA. 





$ 6,036,606.06 $ 2,834,467.72 $ 1,000,000.00 $ 2,202,138.34 $ 3,202,138.34 
NEAL BASSETT, President JOHN KAY, Vice-Pres. and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


ORGANIZED 1854 


MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 





$ 4,881,357.40 $ 2,770,413.44 $ 600,600.00 $ 1,510,943.96 $ 2,110,943.96 
NEAL BASSETT, President JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 


OF PITTSBURGH, PA. 





$ 5,021,040.43 $ 2,502,743.59 $ 1,000,000.00 $ 1,518,296.84 $ 2,518,296.84 
A. H. TRIMBLE, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A.H.HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 


OF PITTSBURGH, PA. 





$ 4,837,239.59 $ 2,492,228.84 $ 1,000,000.00 $ 1,345,010.75 $ 2,345,010.75 
W. E. WOLLAEGER, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO. 


OF MILWAUKEE, WIS. 





$ 5,359,804.52 $ 2,486,092.08 $ 1,000,000.00 $ 1,873,712.44 $ 2,873,712.44 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’ WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


ORGANIZED 1886 


CAPITAL FIRE INSURANCE CO. 


OF CONCORD, N. H. 
$ 666,598.88 $ 196.08 $ 300,000.00 $ 366,402.80 $ 666,402.80 


CHARLES L. JACKMAN, President ORGANIZED 1905 M. R. JACKMAN, Vice-Pres’t 


UNDERWRITERS FIRE INSURANCE CO. 


OF CONCORD, N. H. . 
$ 175,689.24 $ None $ 100,000.00 $ 75,689.24 $ 175,689.24 


CHAS. H. YUNKER, President ORGANIZED 1852 A. W. GROSSENBACH, Vice-Pres’t 


MILWAUKEE MECHANICS INSURANCE CO. 


OF MILWAUKEE, WIS. 











$12,792,945.35 $ 7,243,098.89 $ 2,000,000.00 $ 3,549,846.46 $ 5,549,846.46 
NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, President E. J. DONEGAN, V.-Pres’t & Gen’l Counsel S. WM. BURTON, Vice-Pres't 
J.C. HEYER, Vice-Pres’t EARL R. H ; WM. P. STANTON, Vice-Pres’t S. K. McCLURE, Vice-Pres’t 


UNT, Vice-Pres’t 
JOHN KAY, Vice-Pres’t A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t E.G. POTTER, 2d Vice-Pres’t 
ORGANIZED 1874 


METROPOLITAN CASUALTY INSURANCE CO. 


OF NEW YORK, N. Y. 





$15,452,308.70 $10,173,698.43 $ 1,500,000.00 $ 3,778,610.27 $ 5,278,610,27 
C. W. FEIGENSPAN, President W. VAN WINKLE, Vice-Pres’t & Gen’l Mgr. 
WINTON C. GARRISON, Vice-Pres’t & Treas. ORGANIZED 1909 E. C. FEIGENSPAN, Vice-Pres’t 


COMMERCIAL CASUALTY INSURANCE CO. 


OF NEWARK, N. J. 
$14,975,568.30 $ 9,975,568.30 $ 2,500,000.00 $ 2,500,000.00 $ 5,000,000.00 


TOTAL NET PREMIUMS $50,467,137.06 


EASTERN DEPARTMENT 





WESTERN DEPARTMENT 10 Park Place PACIFIC DEPARTMENT 
008 Fiat, Sieces Gatoowe, Ill. Newark, New Jersey ‘ . Spnaeene Breast " 
lay » Manager an Francisco, Californi 
Ass’t Managers penises < -aceccigasmaapial W. W. & E. G. POTTER, Managers 
y es £oronto, nada o 
games smMitH’ © ™ FRED W. SULLIVAN MASSIE & RENWICK, Ltd., JOHN Ry COONEY 
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Insurance Losses Heavy on $6,000,000 
Film Studio Blaze 


Hazards of Such Plants Fully Described by 
C’.. C. Dominge and W. O. Lincoln 
in Book Just Off the Press 


Considerable insurance is involved in the $6,- 
000,000 fire which destroyed a portion of the 
plant of the plant of the Consolidated Film In- 
dustries at Hollywood, Cal., last week. The 
blaze followed an explosion which resulted from 
sparks developing from a film polishing ma- 
chine. 

While the damage to building and equipment 
did not at the most exceed $100,000, the loss of 
valuable films runs the final figure up to several 
millions. The first joint picture made by Doug- 
las Fairbanks and Mary Pickford had been re- 
moved from the vaults shortly before the ex- 
plosion but many other valuable films of un- 
completed pictures were ruined. “Our known 
loss represents about $5,000,000 in money,” Wil- 
liam LeBaron, vice-president of Radio Pictures, 
was quoted by the Associated Press. “This 
amount will probably be increased.” LeBaron 
said, “by $1,500,000. These losses are fully 
covered by insurance.” 

The high value of these films is pointed out 
in the book “Fire Insurance Inspection and 
Underwriting” by Dominge and Lincoln, a new 
edition of which has just been published by 
The Spectator Company. Referring to the mas- 
ter films, the ruins of which are shown in the 
accompanying picture, the authors say: “The 
master film (original negative) is very valuable, 
especially before copies are made. Sometimes 
one film will exceed in value the entire contents 
of the studio. The values run up to a half mil- 
lion dollars for a single film.” 

In discussing the motion picture studio, the 
book “Fire Inspection and Underwriting” says 
significantly : 

Motion Picture Studio—Usually consists of a 








group of buildings varying in size and construc- 
tion and communicating with each other. In 
some, the different departments are in separate 
buildings or sections ; while in others, the dress- 
ing room, scenery storage and painting, studio 
and carpenter shop may be under one roof. The 
stage and its equipment are usually of a portable 
or knockdown type. At least one side of the 
roof of studio is glass. Neither wired glass nor 
glass with screens can be used for studio lights 
because the wires would show on the picture if 
taken by natural light. Serious exposure to 
surrounding properties. Fire, Jan. 16, 1929, de- 
stroyed the new Paramount-Famous Players- 
Lasky studio at Hollywood. Loss $400,000. 
Cause unknown. FIRE RECORD IS POOR. 

The authors of the book describe in detail the 
processes involved in making and storing films 
and give a complete picture of the hazards in- 
volved. In treating with the particular pro- 
cess, that of polishing, which caused the Con- 
solidated Films blaze, “Fire Insurance Inspec- 
tion and Underwriting” says that after the sec- 
tions of the film are joined “THE FILMS ARE 
THEN POLISHED ON REELS ON 
WHICH ARE FASTENED FLAPS OF 
FELT SATURATED WITH ALCOHOL 
AND OPERATED BY HAND.” 

In view of the heavy losses sustained by in- 
surance companies in this fire and in others of 
a similar nature, the complete and up-to-date 
treatment of this subject in “Fire Insurance In- 
spection and Underwriting” makes interesting 
and timely reading.” 


—Walter Klein, general director of the Iduna Fire, 
Iduna Accident and Casualty and Iduna Life compa- 
nies of Germany, is visiting New York for the purpose 
of conferring with the officials of the Globe Under- 
writers Exchange, which is a very large stockholder 
in these companies. 


a) 


Firemen examining destroyed master films after $6,000,000 blaze at the Consolidated 
Film Industries plant, Hollywood, Calif. 
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Examination of Rerating in 
Missouri May Be Required 





Filing of Basic Schedule of Rates 
Does Not Meet Requirements 
of the State Laws 


Attorney General Shartel of Missouri in an 
opinion furnished to State Superintendent of 
Insurance Joseph B. Thompson on October 25 
held that the insurance department may require 
stock fire insurance companies to submit for 
examination and approval the record of all 
rerating of fire insurance risks in the State 
affecting the ultimate cost of such insurance 
to the policyholders of the State. 

The opinion was written by Assistant Attor- 
ney General G: C. Weatherby and was approved 
by Attorney General Shartel prior to sending 
it to Thompson. It holds that the mere filing 
of the basic schedule of rates does not meet 
the requirements of the Missouri law and that 
such filing of rates by the Missouri Rating 
Bureau is only one-of several steps to the 
attainment of the ultimate end aimed at by 
the rating law. 

In part the opinion reads: 

“The superintendent must not only approve 
this basic schedule, but it is his duty to see 
that it actually performs the mission for which 
it was intended, namely, that it does in fact 
and in truth form the real basis for the cal- 
culation of the cost of insurance to the general 
public, for it was for the protection of the 
public that the department was established. 

The Missouri fire insurance companies filing 
joint rates through the Missouri Rating Bureau 
and these rates form the basis for all fire 
insurance premiums in the State. They have 
the right to rerate and add percentages for 
additional hazards which they may discover. 
In the past the companies have taken the posi- 
tion that they are required by law to file only 
the basic schedule, but not information about 
specific charges to particular individuals. 

When the companies decided to accept, under 
protest, the 10 per cent rate reduction effective 
on July 1, 1929, they did not file with the 
department reports on each risk rerated. 

State Superintendent Thompson recently 
decided to ask the Attorney General if the 
companies are required to report detailed in- 
formation on all reratings made under the 
reduction order. The Attorney General held 
that the superintendent can require such in- 
formation. 


American Home Fire Enters Canada 


Orrawa, Oct. 28.—The American Home Fire 
Assurance Company has been licensed to trans- 
act the business of fire insurance, sprinkler 
leakage, tornado, and insurance against damage 
to property of any kind caused by the explosion 
of natural or other gas. 

R. E. Schofield of Montreal, Que., has been 
appointed the company’s Canadian chief agent. 
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Objects to Similarity in 
Company Names 





Col. Dunham Will Not License 
Concerns with Conflicting 
Titles 


Four Fire Companies Involved 





Refuses to Allow Use of Word “Con- 
necticut” in Titles of Com- 
panies 





Steps to abate the confusion arising from a 
similarity in names by insurance carriers have 
been taken by Insurance Commissioner Howard 
P. Dunham, of Connecticut, who has refused to 
license four fire insurance companies in the 
process of formation until they make changes 
in their name so as not to infringe on the names 
of existing companies or misrepresent the place 
of their origin. 

One company being organized by New York 
promoters, had written to the insurance depart- 
ment to inquire if there was any objection to 
their name. The name was identical with that 
of a life insurance company of Connecticut with 
the exception that the word “fire” was substi- 
tuted for the word “life.” It was stated that 
there was no connection between the two com- 
panies. In explanation, an official of the com- 
pany being formed said the possible names for 
new companies were so few that new compa- 
nies must perforce take names which are some- 
what similar to those of existing companies. 

Colonel Dunham -did not accept this explana- 
tion. He pointed out that not only was the name 
of the projected company an infringement on 
that of the old life insurance company of Con- 
necticut, but it misrepresented the facts in that 
it used the name “Connecticut” in the title when 
in fact it was not to be a Connecticut corpora- 
tion. The promoters agreed to make the neces- 
sary changes to meet these objections, but to 
date the company has not been licensed in Con- 
necticut and Commissioner Dunham believes it 
never will. 

The promoters of three other projected com- 
panies used the names of Connecticut cities in 
the titles, thus giving the impression that the 
companies were Connecticut corporations, 
whereas they were being organized under the 
laws of other States. Commissioner Dunham 
felt that the mere fact that they included on 
their board of directors residents of the Con- 
necticut cities did not warrant them to adopt 
names to create the impression that they were 
Connecticut companies. 

“While it is true that it may be difficult to 
choose names for the great batch of new fire 
insurance companies which are being organized 
almost every day,” says Commissioner Dun- 
ham in a statement discussing the situation, 
“there is no excuse for anyone to appropriate 
the name of an old established company of 
reputation. It looks too much like a stock 
promotion plan. The company has established 
an enviable reputation for fair-dealing and 


Fire Insurance 


James M. Wilson Agency 
Incorporates 
Karamazoo, Micu., Oct. 28.—The James M. 
Wilson Insurance agency here, which has been 
operated for the past 10 years by Rep. James 
M. Wilson, is being incorporated, with Frank 
P. Kavanaugh, manager of the Kalamazoo 
branch of the Michigan Audit Bureau, taking 
an interest in the concern along with Mr. Wilson 
and his mother, Mrs. Matie Wilson. Capitaliza- 
tion authorized is $20,000, fully paid in. 
One additional office will be added to the 
agency’s suite in the State Theatre building, 
it was announced. 








built up a huge structure of good-will under 
its name during the many years of its existence. 
Along comes a new company and without so 
much as a by-your-leave proceeds to appropriate 
most of the name of the old company and con- 
fidently expects to be allowed to operate under 
the misleading name in the very State in which 
the old company is domiciled! So far as Con- 
necticut is concerned, we will not tolerate such 
misrepresentation. The English language must 
indeed be barren that organizers of new compa- 
nies cannot think of fitting names for their 
companies without appropriating something 
which helongs to another.” 





Globe of America Declares 


$400,000 Dividend 





Will Increase Capital From $600,000 
to $1,000,000 Effective 
November 1 
It was announced last week, by C. H. E. 
Succop, president of the Globe Insurance Com- 
pany of America, of Pittsburgh, that the board 
of directors had declared a stock dividend 
amounting to $400,000 or 66-2/3 per cent, which 
would increase the capital of the company from 
$600,000 to $1,000,000, the dividend to be pay- 
able on November 15, to stockholders of record 
at the close of business October 26. A special 
cash dividend of $30,000 or 50 cents per share, 
on the outstanding 60,000 shares was also de- 
clared, and will be payable November 15, to 
stockholders of record at the close of business. 

October 25. 

This company has shown marked progress 
since coming under the management of Corroon 
& Reynolds over a year ago, and is one of 
the oldest companies in the country, having 
started in 1862, with a capital of $50,000. On 
a total investment of $1,100,000 since organiza- 
tion stockholders will have received dividends 
aggregating $2,345,000 of which $550,000 is 
in stock. 





Insurance News and Gossip in New Jersey 


In connection with the approaching date on 
which the New Jersey Financial Responsibility 
Law goes into effect, a searching investigation 
has been going on for some weeks by several 
agents as to the present status of automobile 
insurance conditions throughout the state. 

The John C. Conklin Agency of Hackensack, 
N. J., has made an exhaustive study of the mat- 
ter and discovered from published records that 
about seventy per cent of outomobile owners in 
the state of New Jersey do not carry Public 
Liability and Property Damage insurance. 

In this regard it is the general belief in agency 
circles that this ratio of uninsured automobile 
owners prevails over the entire country. With 
the above data in hand and the possibility of a 
comparatively open field for operation, the Conk- 
lin office has launched an aggressive campaign— 
mailing out some twelve thousand circular let- 
ters with return post cards enclosed. 

It will be observed that the new law completes 
the operation of uniform automobile legislation 
for a section embracing three adjoining states— 
New Jersey, New York and Connecticut—an 
area of immense concentration, wealth, popula- 
tion and motor vehicle travel. 

* * * 

Following in line with this publicity move- 
ment, the Bergen County Association Insurance 
Agents has prepared and distributed among its 
members twenty-five thousand copies of “A 
Brief Digest” of the New Jersey Motor Vehicle 
Financial Responsibility Law—Chapter 116, 
Laws of 1929. 


* * x 


The recent upheaval in the financial market 





once more furnishes convincing evidence of the 
truth of oft-repeated statements made by Title, 
Mortgage and Trust companies, regarding one 
of the chief causes for the prevailing slump in 
realty and mortgage loan transactions in New 
Jersey. Fred E. Koester, vice-president of the 
Fidelity Title and Mortgage Guaranty Company 
of Ridgewood, N. J., says that his company 
has found it necessary, during the past few 
months, in the consideration of mortgage loans, 
to subject all applications to a much closer scru- 
tiny than usual. So much money of property 
owners has been placed and lost in the stock 
market on inflated securities, that, for purposes 
of recouping speculative losses, many requests 
for mortgage loans, which were out of all 
proportion to the actual yalues offered, have- 
been received and rejected. _However, according 
to the opinion of many prominent realty and 
industrial interests, the passing of the financial 
cyclone may be a blessing: in disguise and result 
in a stimulation of building construction. 
*x* * * 

In the midst of all the rather peculiarly un- 
certain conditions now existing in the New Jer- 
sey agency field, incident to the “separation” 
edict promulgated by members of the E. U. A., 
the actual operation of the revised commission 
classification and the marked activity of the 
newly organized companies, many of which are 
of the non-affiliated class, it must be remem- 
bered that the important law suit of O’Gorman 
and Young, of Jersey City, is still before the 
United States Supreme Court. And the date on 
which the opinion of that body will be handed 
down is a matter of conjecture. 
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The Agent’s Part in Our Progress 


The Condition of the National Association Bears Evidence 





That the Agent Is Conscious of His Opportunities 
in the Onward March of Prosperity 


By Walter H. Bennett 


Secretary-Counsel of the National Association of Insurance Agents 


MERICA today is_ rich, powerful, 
A glorious! Her people the flower and 

fruit of the earth. American business 
men are the world’s bankers. The average 
American commands the highest wages of the 
sons of men. Our citizens are the best clothed, 
the best fed, the best educated and the most 
comfortable of all the nations of the earth. 
They have more automobiles, more radios, more 
telephones, more frigidaires and other con- 
veniences and luxuries than all the other people 
of the world combined. 

American business, industry and commerce is 
the wonder and admiration of the world. An 
amazing chapter in the history of civilization 
is now being written on the pages of time. 

All this has come about because of the 
opportunity in this country to exercise individual 
initiative, free from the restraining hand of 
governmental interference. This ability to make 
individual progress has produced a body of 
men learned in science, skilled in invention, of 
splendid business acumen and with a capacity 
to develop resources not equaled since the be- 
ginning of time. 

In insurance we marvel at the developments 
of the last few years. Combinations and mergers 
are appearing on every hand. Powerful aggre- 


gations of capital and business genius assemble 


in panoplied array and we gaze with awe and 
wonder on the constantly increasing mass form- 
ations. Our heads swim as we try to con- 
template the millions piling in from many 
directions to swell the ever increasing ranks. 
Today we see many fleets upon a troubled sea; 
and tomorrow may bring forth an American 
armada that will stagger the financial world 
insurancewise. 

These things could never happen in any other 
country of the world or at any other time in 
history; nor could American development gen- 
erally ever have reached its present high pin- 


' nacle, except among a free people, generously 


endowed by nature and environment, .function- 
ing unhampered by a wise government. 
Witness now the amazing spectacle of a 
student of insurance, practiced in the fine art 
of business discrimination, successful beyond 
measure in his field of endeavor, a leader in 
the general agency ranks beyond question, 
recognized as an outstanding exponent of in- 
surance development, a national figure com- 
manding attention because of a spectacular and 
marvelous record, proclaiming before a casualty 
insurance convention that because the business 





—Excerpts from an address delivered at the annual 
convention of the Wisconsin Association, at Milwaukee, 
October 29, 1929. 
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in his judgment cannot govern itself, we 
should, therefore, turn to Washington, admit 
our impotency, invite a governmental bureau, 
operating like the Federal Trade Commission, 
to take us under its paternalistic wing, and 
proceed to do for us that which he believes 
we cannot do for ourselves. 

If such be the condition in which the 
casualty business finds itself today, and if this 





Walter H. Bennett 


be the way out of an admittedly unsatisfactory 
condition, then God pity the business of in- 
surance and shame be upon the heads of those 
who are its sponsors, supporters and advisors. 

Have we forgotten the government’s venture 
into the railroad business when the so-called 
modern thinkers believed that the government 
could do a better job of it than the owners? 
As a result of that debacle we paid the highest 
rate for the poorest service we have ever ex- 
perienced and finished a two year protective 
regime at an additional cost to the taxpayers 
of nearly a billion dollars annually. Nationali- 
zation in that instance was not a howling suc- 
cess. 
each freed from the harmful influence of the 
other. 

Let me now invite your attention tor a 
moment to our internal affairs—the state of 
order, so to speak. The National Association 
of Insurance Agents is today larger in mem- 
bership, sounder in finances and greater in 
influence than at any period since its birth. 


This is not meant as a boastful statement but 
as a recorded truth. lts constantly increasing 
prestige carries with it a corresponding 
responsibility, ever realized by those to whom 
has been committed the direction of its affairs. 
We have been, and are now blest in our exe- 
cutive committee with men of wisdom, fidelity 
and courage, who have carried on with the 
zeal of crusaders, resolved to support principles 
believed to be for the good of the whole busi- 
ness, and determined to oppose practices that 
are bad. The present standing of the organi- 
zation must be accepted as convincing evidence 
of the righteousness of the cause. 

At our last annual convention in Detroit in 
September, we put to the test the challenge 
sometimes voiced that substantial premium pro- 
duction was lukewarm, if not indifferent to our 
aims and purposes; that ours was an associa- 
tion unable fully to command the best minds 
in the agency ranks, meaning substantial pre- 
mium producers and, therefore, not functioning 
as efficienctly as it might, and not having that 
standing with company management which is 
sometimes important. To meet that challenge 
a representative visited Chicago, Cleveland, 
Pittsburgh, Philadelphia, Baltimore and Boston, 
and dispatched a limited number of invitations 
to other large production centers inviting a 
representative to a conference in Detroit during 
convention week. We were not much surprised, 
but agreeably impressed, when fifty of these 
agencies responded, whose writings totaled 
forty-five million dollars. A brief review of 
present day conditions resulted in this con- 
ference enthusiastiscally launching a movement 
to throw behind the National Association the 
added weight of a personal influence heretofore 
challenged as not dominant. 

Such solidarity speaks for itself. It is the 
answer of the agents not only to the challenge 
but to modern demands upon them from policy- 
holders. They realize that in the greater 
progress upon which the business of insurance 
is entering they must march in step. They 
know that it is more important now to be 
grouped with the forward looking forces in 
the business; and of these the National Asso- 
ciation, the trade association of the agents, is 
among the leaders. Likewise they are desirous 
of lending a greater effort than ever to that 
work. Agents may thus look to the future with 
optimistic confidence, born of the knowledge 
that they are giving to their policyholders the 
protection that enables American business to 
march onward to a still greater and more 
marvelous development. 
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National Fire Goes to Supreme Court 


Appeal Taken on Rate Decree of Missouri Insurance 
Department Will Be Test Case as United States 
Tribunal Finds Probable Jurisdiction 


WASHINGTON, Oct. 28.—Arguments on the 
appeal of the National Fire Insurance Company 
of Hartford from a decision of the United 
States District Court for the Western District 
of Missouri, upholding the validity of the Mis- 
souri insurance rate fixing statute and an order 
issued under its authority by the superintendent 
of insurance in 1922, requiring a reduction of 
10 per cent in premium rates on fire, lightning, 
hail and windstorm insurance, will be heard 
by the United States Supreme Court, which 
today issued an order finding probable jurisdic- 
tion in the case. 

The company’s suit was filed following the 
refusal of the Supreme Court to review the 
proceeding brought by 157 companies jointly, 
on the ground that confiscation respecting in- 
dividual companies could not be an issue in a 
joint proceeding, but would have to be the sub- 
ject of independent suits by individual 
companies. 

The statute and order are challenged by the 
company on the ground that the latter invades 
its right of contract and tkes its property 
without due process of law; that the statute is 
unconstitutional in that it is applied only to 
stock companies and exempts other insurers 
doing a like business; that the reduction of 
rates without any provision for notice or hear- 


ing is a denial of due process of law, and that 
its provisions are confiscatory. 

The company shows, in its brief filed with 
the court, that it suffered a loss of $305,485 
upon its business in Missouri during the five 
years preceding the date of the order and a 
loss of $200,956 during the following six years. 
“This excess of outgo over income was suffered 
at going premium rates,” it was asserted, “and 
would have been increased had the reduction 
been in force. During all of the period in 
question, the business of appellant was prudently, 
soundly and economically conducted. The in- 
surance companies doing business in the State 
of Missouri during that period likewise suffered 
an aggregrate loss in the conduct of their 
business, outgo being more than $7,000,000 in 
excess of income during the period of 1917 
to 1921 inclusive. During the period since 
the date of the rate order the aggregate ex- 
perience of all companies in the State discloses 
their outgo exceeded income by $11.233,102 
upon $139,972,636 of premiums. 

“The bill alleges that in the light of the 
individual experience of the appellant and con- 
sidering the experience of other properly con- 
ducted insurance companies, the order which 
would further decrease income is confiscatory 
and in violation of the 14th Amendment.” 














National Board’s New York 


Survey 
(Concluded from page 29) 

The report emphasizes the ease with which 
New York’s Fire Department can mobilize in 
different localities a large amount of apparatus 
for three or four fires which might be in 
progress simultaneously. The one menace which 
is being gradually overcome is a delayed or 
interrupted response of apparatus during snow- 
storms or by reason of traffic congestion. 

When discussing its findings with respect 
to the department itself, the report in part 
reads: 

“Centralization of much of the authority 
and of the actual control of the fire force, 
stations and equipment in the office of the 
chief of the department has been wise, and the 
results obtained have been decidedly advan- 
tageous. Much of the present excellent dis- 
cipline, good morale and keen interest in modern 
fire methods can be laid to the excellent work 
of the Civil Service Commission, the thorough- 
ness of examinations and the well-established 
principle of making promotions in the order 
of precedence, as determined by the Civil Service 
Commission.” 

In analyzing the methods in vogue in the 
fire department the engineers find that “motor 
apparatus is purchased under suitable specifica- 
tions, and thorough tests are made at delivery.” 
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Their report remarks that the city “has been 
liberal in its appropriations to provide for 
replacement of horse-drawn equipment with 
motor apparatus, and in recent years consider- 
able sums of money have been spent in new 
equipment to replace some of that first bought 
and then provide a reserve for accidents.” 

The report also states: 

“The purchasing of hose on the basis of 
yearly replacement of that expected to be in 
poor condition is an excellent policy, resulting 
in ample supply of good hose, a condition of 
the greatest importance where so many tall 
buildings are present and high pressures are 
necessary. 

“The distribution and total capacity of the 
fire-boats are such as to render a high degree 
of protection to the extensive waterfront and 
large amount of shipping, but some of the fire- 
boats are old and not of the capacity nor 
efficiency commensurate with the cost of man- 
ning them. This condition is known by the 
department and plans are being made for the 
replacement or the re-building of one or more. 

“The general response to alarms is good, 
with the exception of that for telephone alarms 
during the day time; because of the serious 
traffic conditions, with the possibility of delay, 
the full box alarm response would be advisable. 

“Fire methods are modern, with a full realiza- 
tion by the chief officers of the enormous values 
at stake and the threatened life hazard existing 
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Sixteen Companies Obtain Injunction 
Against Texas R.R. Commission 
Datias, Texas, Oct. 28—The Fire Asso- 

ciation of Philadelphia and fifteen other in- 

surance companies have obtained a temporary 


injunction in Travis county restraining the 
Texas Railroad Commission from enforcing its 
order requiring companies writing cargo insur- 
ance on motor bus trucks to deposit with the 
State $50,000 in cash or securities. The in- 
junction also restrains any motor truck com- 
pany from cancelling its insurance policy in 
response to the commission’s order. The com- 
panies made the contention that the commission 
exceeded its authority in calling for the $50,000 
deposit and that there is no law empowering 
it. 

The attorney general announces he will seek 
to have the restraining order set aside while 
the companies seek to have it made permanent. 
This promises to be another hard fought battle 
over rulings affecting the writing of insurance 
in Texas. The case probably will end in the 
higher courts. 

Fireman’s Fund Appointments 

Cuicaco, Itt., Oct. 29.—Two changes in the 
Western supervisory ‘line-up of the Fireman’s 
Fund Insurance Company have been announced 
by S. M. Buck, Western manager. G. E. Borst 
has been appointed State agent in Wisconsin 
to supervise the Western portion.of the State 
with headquarters in Milwaukee. A. C. Hall 
has been appointed assistant manager of the 
Hawkeye-Des Moines department at Des 
Moines. 

Mr. Borst started in a local agency in Mil- 
waukee and later was an engineer for the Wis- 
consin Inspection Bureau and more recently has 
been State agent for another fire company. 
State Agent McIntyre will continue to super- 
vise Eastern Wisconsin. 

Mr. Hall received his early training in the 
Hawkeye-Des Moines department of the Fire- 
man’s Fund but for several years past has been 
State agent of the Netherlands in Iowa. 








in the crowded sections; full value is made of 
the high pressure fire system, of powerful 
stream appliances, of private equipment, such as 
pumps and standpipes, hose and automatic 
sprinklers, and proper use is made of the 
knowledge of ventilation of burning buildings 
and of protecting those exposed.” 

Not only is the administration of Fire Com- 
missioner Dorman commended but that of Chief 
John Kenlon, who has been the head of the 
uniformed force since 1911; under Kenlon the 
Fire College was organized and developed “to 
disseminate the knowledge of fire fighting, to 
establish and maintain the highest professional 
standards, and to afford to men starting in the 
profession of fire fighting the advantage of 
the experience of men who have devoted their 
lives to this profession.” It is remarked that 
New York’s Fire College is responsible for 
improved fire fighting methods adopted through- 
out the country, inasmuch as men from other 
cities attended the college and made use in other 
cities of the knowledge gained. 
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Increase of $200,000 


Directors Also Recommend 20,000 
Additional Shares of Stock 
at Ten Dollars Par 

Recommendations that the present 40,000 
shares of stock be split so that there will be 
80,000 at a par value of $10, have been made 
to the stockholders of the Lincoln Fire In- 
surance Company of New York by the board 
of’ directors. ; 

In addition to the above recommendation, the 
board has also proposed that the shareholders 
approve the issue of 20,000 additional $10 
shares, to be offered to the stockholders at 
$40, thus increasing the capital from $800,000 
to $1,000,000, and adding $600,000 to the surplus 
of the company. 

On the basis of the statement of December 
31, 1928, this will give the company a net 
surplus in excess of $2,265,000. The stock- 
holders have been asked to attend a special 
meeting early in November that these recom- 
mendation might be acted upon. 

The Lincoln Fire started in 1923 with $400,000 
capital which has been increased $200,000 
every two years since that time. The company 
does a fire insurance reinsurance business, and 
is a member of the group of companies, headed 
by Carl F. Sturhahn, which includes the Rossia, 
the Fire Reassurance, the American Reserve 
and the First Reinsurance, which does a casualty 
and surety reinsurance business. 





Fire Prevention to Be Taught in 
Texas Rural Schools 

Austin, Texas, Oct. 26.—Teaching of fire 
prevention has been extended to the rural school 
districts of Texas ,according to an announce- 
ment made by J. W. Deweese, State Fire Insur- 
ance Commissioner, following a ruling made 
recently by the Attorney General’s Department 
that a credit of 5 cents per $100 in the insur- 
ance rate could be allowed on all school prop- 
erty in rural districts in which fire prevention 
is taught. 

Letters urging the teaching of fire prevention 
in rural schools have been mailed to all the ru- 
ral school district superintendents of the State 
by the department, calling attention to the con- 
cession made in fire insurance rates where the 
study of fire prevention is made a part of the 
school curriculum. It is hoped that the lessons 
imparted in the schools may not only prove help- 
ful in training the school children in the meth- 
ods of avoiding fire waste, but that through 
them the lessons in fire prevention may be taken 
into the homes of the country and result in 
fewer country fire losses. 


The Merchants’ Association Year 
Book 

The Year Book for 1929 of The Merchants’ 
Association of New York has been issued and 
makes a book of 378 pages. It covers the ac- 
tivities of the past year, and lists the directors 
and officers as of September 1, 1929. This as- 
sociation is interested in everything relating to 
the welfare of New York city. 
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Lincoln Fire Plans Capital Incendiary Fires Big Problem 





in Kentucky 





State Department of Fire Prevention 
Moves to Curtail Large Losses 
From This Type of Blaze 

FrAnkKrort, Ky., Oct. 27.—As is the case in 
all states, the biggest problem that the State De- 
partment of Fire Prevention and Rates has to 
meet and solve is that of the incendiary fire. 
During the past year, there have been, accord- 
ing to Clell Coleman, head of the insurance de- 
partment in Kentucky 407 fires in this state, 
said to have been of incendiary origin; and 743 
fires of unknown origin. His departmental 
men have investigated 309 fires said to have been 
of incendiary origin, 119 fires of unknown ori- 
gin, making a total of 482 fires investigated 
There have been 67 indictments returned: and 
19 convictions. There are 38 prosecutions pend- 
ing in court. For the purpose of aiding the 
grand juries and the local officers Coleman’s 
fire officers have furnished the names of the 
witnesses who are to appear, and in most cases 
the subpoenas are executed by the fire marshal 
or his deputies. After the case has been in- 
vestigated by the grand jury one of the depart- 
ment representatives ascertains whether or not 
the indictment has been returned and if returned 
the date the case is assigned for trial. The list 
of witnesses is furnished the clerk and when the 
case is called one or more of the men in the 
department appear at the trial to assist the local 
officers in the prosecution and presentation of 
the evidence to the jury. This is necessary as 
a rule because witnesses are reluctant to appear 
and generally the statements have been made to 
the representatives of the department. The de- 
partment generally looks after every detail. 

Coleman says that in practically all cases 
where crime is committed thre is a motive for 
its commission. Unless there was a motive for 
the burning of property, he adds there would be 
but few, if any, incendiary fires. 


Travelers Fire Appoint Rotermund 

William C. Rotermund has been appointed 
a Special Agent of the Travelers Fire Insurance 
Company, Hartford, here in the company’s 
Greater New York territory, with headquarters 
in the 55 John Street branch office of the Trav- 
elers, where he will work under the supervi- 
sion of Manager F. W. Kentor. 

Mr. Rotermund is a native of New York 
City, and has been connected with the Travel- 
ers Fire Insurance Company for the last three 
years and a half as an underwriter in the 55 
John Street branch. Prior to that time he had 
been in the insurance business in New York 
City. 


Erratum 
In the October 24, issue of THE SpecrarTor, 
under the head “Twentieth Anniversary of In- 
surance Institute,” we stated that Henry Moir 
was elected president of the Institute. It should 
have read, Otho E. Lane, president, and Henry 
Moir, vice-president. 
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Stockholders of the Home Ap- 
prove Capital Increase 





Stock Split Ten for One—New Issue 
Will Add Twenty-One Millions 
to Capital and Surplus 

At a meeting of the stockholders of The 
Home Insurance Company, held recently, the 
recommendation of the Board of Directors as 
outlined in a previous issue of THE SPECTATOR, 
to reduce the par value of the stock from $100: 
to $10 and to increase the capital from $18,000,- 
000 to $24,000,000 was approved. 

By reducing the par value of the capital stock 
from $100 to $10, each stockholder will be given 
ten shares of $10 par value in exchange for each 
share of $100 par value. 

Twenty-one million dollars additional capital 
will be raised by offering new stock to share- 
holders. This new stock will be offered to 
stockholders of record on October 28, in the 
proportion of one share of new stock for each 
three shares held at $35 per share of $10 par, 
payable on or before December 14. 

Of the $21,000,000 received for the stock of- 
fered, $6,000,000 will be applied to capital ac- 
count and the remaining $15,000,000 to surplus. 
When the new capital and surplus are paid in, 
according to July 1, 1929, statements, the finan- 
cial set-up of The Home Insurance Company 
will be as follows: Assets, over $125,000,000 ; 
surplus, over $48,000,000; capital, $24,000,000. 


Contract Requiring Return of 
Commissions on Cancelled 
Policies Valid 





Kentucky Court of Appeals Upholds 
Company That Terminated Agency 
and Sued for Commissions 

Franxrort, Ky., Oct. 27,—The Court of Ap- 
peals of Kentucky this week decided that a fire 
insurance company may contract with an agent 
for the return to the company of all unearned 
commissions on premiums on cancelled policies 
and on notes that are paid at maturity, and that 
the agent must comply with the contract. The 
court held further that an greement with an 
agent to terminate the agency at anytime at 
the pleasure of the company is a valid agree- 
ment, and a provision contained in the contract 
to the effect that “nothing herein shall be con- 
strued to the contrary” is valid. 

This decision of the court of appeals was 
made in the suit of the Hartford Fire Insur- 
ance Company against J. W. Stone of Caldwell. 
C. G. Thompson had been the agent in Caldwell 
County prior to the time of the employment of 
Stone, and Stone purchased the agency from 
Thompson. After Stone had been the agent for 
a number of years, he having entered into a 
contract with the company on terms as indi- 
cated above the company degided to withdraw 
its business from the county on account of 
excessive losses, and so notified Stone. The 
company suggested that he rewrite the busi- 
ness in some other company, and gave Stone 
ample time to so attend to his business. 
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Maid Returns Missing 
Necklace 


Valuable Necklace disappeared from home. Assured in- 
sisted Servants all above suspicion, but permitted Adjuster 
to question them, admonishing him against making accusa- 
tions. After questioning supposedly honest maid for more 
than three hours, she returned necklace to adjuster. 


JEWELRY INSURED AGAINST “ALL RISKS” THROUGH 


A. F. SHAW & CO., Inc. 


Insurance Exchange 75 Maiden Lane 
Chicago, III. New York City 


General Agents—‘“All Risks” Department 
Saint Paul Fire & Marine Insurance Co. 
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by express subway at our door. 


Finest Food and Cuisine 
All Rooms with Tub and Shower 
$3.50 Single—$5.00 Double, Up 


Wire Collect for Reservation 


Direction 


JULIUS KELLER 


Of Famous Canoe Place Inn 




















Great American 
Insurance Company 


eo NowPork  o 


Your 
Company INCORPORATED -1872 Company 


neuen a 1, 1929 


$15, ,000. O00. Ooo 
24. 465 .5 34.40 


NET SURPLUS 


27.7 29.318.7 1 
67.194,853.1 1 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$42,729,318.71 


LOSSES PAID POLICY HOLDERS 


$204,088,888.03 


HOME OFFICE 


ONE LIBERTY STREET, NEW YORK CITY 

WESTERN DEPARTMENT 

310 South Michigan Avenue, Chicago, IIL. 
CG. R. STREET, Vice-President 
PACIFIG DEPARTMENT 

233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 

MARINE DEPARTMENT 


NEW YORK—Wwm. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANGISCO—George L. West, Manager, 233 Sansome Street 
CHICAGO—Wnm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 












































We have something to offer in the way 
of a general agency that is very attractive to 
find with an old, conservative life company. 
It will pay anyone interested to investigate. 


All communications confidential. 


BOX 54 
Care of THE SPECTATOR 
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Federal Surety Convention 
Largest in History 


400 Company Representatives 
of Ohio Carrier Attend Fifth 
Annual Meeting 


Judge Wade Makes Address 


Governor John Hammill Enlivens 
Three-Day Session With Interest- 
ing Talk on Suretyship 








A banquet attended by four hundred company 
representatives and officials on October 24 wound 
up the Fifth Convention of the Federal Surety 
Company, Davenport, Ia. 

The convention was by far the largest con- 
vention ever held by the company, there being 
234 registered guests from thirty-three States. 
Great enthusiasm was shown by the visitors who 
were delighted with the happy combination of 
business and pleasure which was the keynote 
of the convention. 


The guests at the banquet were addressed by 
Judge Martin Wade of the United States Dis- 
trict Court, prominent jurist and nationally 
known authority on the American Constitution. 
Judge Wade has devoted all of his time away 
from his official duties and has spent thousands 
of dollars out of his salary to further a general 
knowledge of and popular respect for our Con- 
stitution, and to crystallize a keener universal 
appreciation of the duties as well as privileges 
of citizenship. He is, indeed, perhaps the fore- 
most salesman “selling America to Americans.” 
Author of many books dealing with the subject 
so close to his heart he is at the one time a 
distinguished jurist, a great patriot, and a splen- 
did inspiration to all who would be good Ameri- 
cans. 

The Honorable John Hammill, Governor of 
the State of Iowa, addressed the convention on 
Tuesday the twenty-second, on “Corporate 
Suretyship.” An able alwyer, a great chief 
executive, the Governor brought to his subject 
a keen perception of Corporate Suretyship not 
often found outside the ranks of the business. 

During the convention a general conference 
between the field legal representatives of the 
company was held at the home office. Following 
the convention a two-day session with the 
branch office managers was held. 
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Lincoln Mutual Indemnity Is 
Incorporated in Ohio 





W.H. Davey Is Elected President of 
Mansfield Carrier; Will Write 
All Casualty Lines 


The Lincoln Mutual Indemnity Insurance 
Company, being incorporated in Mansfield, 
Ohio, has elected W. H. Davey president. 
Henry R. Endly, secretary of the Great Amer- 
ican Mutual Indemnity Company has been 
named secretary and general manager of the 
new organization. 

Henry G. Brunner, president of a large Ohio 
storage company and chairman of the State 
Democratic Executive Committee, was elected 
vice-president. The treasurer of the Lincoln 
is Sherman H. Glessner, former underwriter 
of the Great American, and presently engaged 
as special underwriter of the Republic Insurance 
Company of Detroit. 


These officers together with R. C. Hoiles, 
publisher of the Mansfield News; C. H. Hankel, 
chief counsel for the Empire Steel Corporation 
and R. B. Gardner, Mansfield automobile man, 
comprises the board of directors of the new 
organization. 

Temporary offices of the Lincoln will be 
located in the Mohican building, Mansfield. The 
company will cover Ohio in its various classes 
of insurance to be written. It will write full 
coverage automobile insurance, a doctor and 
hospitable expense defraying policy, which is 
new in Ohio, plate glass insurance and personal 
accident insurance. 


“The company will be licensed to write all 
forms of casualty insurance but will confine 
itself to these lines for the present at least,” 
Secretary Endly said following the meeting. 

“One of the outstanding features in con- 
nection with the organization of this new 
company, is the fact that the agency department 
of the former Great American is in position 
to start functioning, to a large degree, without 
the long delay which is usually the custom 
when a new company is formed,” Endly said. 


William G. Speed Services 
BALTIMORE, Oct. 26.—Funeral services for 
the late William G. Speed, a director of the 
New Amsterdam Casualty Company, were held 
at his home here today. Mr. Speed also was 
a director of the American Indemnity Company. 





General Accident Observes 
Thirtieth Anniversary 


General Manager F. Norie- 
Miller of Home Office in 
Perth, Scotland, Attends 


3-Day Fete in Philadelphia 
Frederick Richardson, United States 


Manager, Is Master of Ceremonies 
at Get-Together 











PHILADELPHIA, PENNA., October 26.—The 
convention of the General Accident, Fire and 
Life Assurance Corporation of Perth, Scotland, 
celebrating the thirtieth anniversary of its en- 
trance to the United States and which came to 
a close this morning with a breakfast at the 
Ambassador Hotel in Atlantic City was refresh- 
ingly different. 

There was no elaborate program. No long 
list of speakers. Nor were there any papers 
read. It was more like an informal get-together 
than an insurance convention. The business 
sessions each morning were brief; the rest of 
the time was devoted to the 150 agents present 
simply having one good time. As J. F. Mitchell, 
assistant United States manager of the company, 
put it: “The agents have enough shop during 
the year without hearing a lot of it here.” 

Frederick Richardson, United States manager 
of the company, was the master of ceremonies 
when the convention got under way on Thurs- 
day morning at the Bellevue-Stratford in Phil- 
adelphia. With him on the speaker’s platform 
was F. Norie-Miller, general manager of the 
company, who made the trip from Perth, Scot- 
land, at the request of Mr. Richardson. 

Mr. Richardson paid a glowing tribute to 
Mr. Norie-Miller, a tribute that met with loud 
and frequent applause from the agents. 

Mr. Norie-Miller, who on October 12 cele- 
brated his fiftieth anniversary in the casualty 
business and is the oldest, in point of service, 
general manager of a miscellaneous insurance 
company in Great Britain, if not the world, 
told the agents that he had had his troubles, 
just like anyone, but that “every trouble made 
me a better man.” 

He told of the first annual meeting of the 
General Accident forty-four years ago. The 


(Concluded on Page 41) 
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International Re-Insurance Corporation 
~ (CASUALTY) 


Balance Sheet 
September 30, 1929 











ASSETS 
Real Estate (Home Office Building)............ $275,000.00 
TOE LOE ns 290,150.00 
Collateral Loans....... Sk nel tec etonnine wins Gamat 1,125,600.00 
Bonds and Stocks: 
U. S. Government Bonds........ $ 741,374.99 
State and Municipal............ 1,050,483.46 
Miscellaneous.................. 1,410,126.76 3,201,985.21 
I 9 ore al Ra 8 eR Sy See eae a 1,400,000.00 
Cash in Banks and Office..................... 267,107.76 
a ee rer 49,966.62 
Premiums in Course of Collection............. 430,920.59 
$7,040,730.18 
LIABILITIES 
Reserve for Unearned Premiums............... $ 965,669.87 
i 8 a Decay wiscokeiw wins Race 818,599.05 
Reserve for Commissions, Taxes and Other 
nn ok vs. i) ora ee etek 8 tie ae 21,783.37 
Contingent Reserve......................00005 500,000.00 
Oe $1,500,000.00 
A ee eee ne rare ere 3,053,677.89 4,553,677.89 
$7,040,730.18 





CASUALTY AND SURETY TREATY REINSURANCE 
SHARE AND EXCESS 


International Re-Insurance Corporation 


Carl M. Hansen, President 





Home Offices 
Pacific Finance Building 
LOS ANGELES, CALIFORNIA 


Eastern Office 


84 William Street 
NEW YORK, N. Y. 
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International Re-Insurance 
Sets Several Records 


Company’s Gross Assets Climb 
to $7,000,000 in Fifteen 
Months of Business 


Premiums Mount to $3,000,000 


Plan to Enter Fields Heretofore Un- 
touched by American Casualty 
Reinsurance Firms 








September 30 closes the fifteenth month since 
commencement of the operation of the Interna- 
tional Re-Insurance Corporation. In that period 
several gratifying records have been made. 

Commencing business on July 1, 1928, with 
$3,000,000 of assets, distributed in $1,000,000 of 
capital, $1,500,000 of surplus and $500,000 of 
voluntary reserves, this has grown in the fifteen 
months to gross assets of $7,040,730.18 with a 
capital stock of $1,500,000, surplus of $3,053,- 
677.89, insurance reserves amounting to $1,987,- 
$52.29 and in addition to these reserves a vol- 
untary contingent reserve of $500,000. 

The total premiums written during the fifteen 
months amounted to $3,602,664.95 and the cor- 
poration is now operating on the basis of about 
$5,000,000 premium income annually. 

Plans are rapidy maturing under which the 
corporation is to substantially expand its ac- 
tivities by actively entering fields heretofor not 
touched by American Casualty Reinsurance in- 
stitutions. Prominent in these plans is the in- 
tention to place the corporation in the European 
Casualty Reinsurance field with headquarters in 
London under the direction of Bevington, 
Vaizey and Foster, one of the old, well-estab- 
lished and conservative insurance and reinsur- 
ance firms in the British markets. After ex- 
tended discussion and careful review of the field 
it has been concluded that a substantial and 
profitable business can be developed for the 
corporation through this connection. 

Other important developments — greatly 
strengthening the position of the corporation 
financially and otherwise are in process of de- 
velopment at this time but are not as yet suf- 
ficiently matured to discuss publicly. 

The outstanding feature of the financial state- 
ment of the International as appearing else- 
where in this issue is the fact that its entire 
surplus has been recaptured and a substantial 
balance in addition. When it is recognized that 
in most instances it takes a casualty company 
from three to five years to re-establish the paid- 
in surplus and it havirig been accomplished in 
this instance in fifteen months, at the same time 
providing liberal reserves, it is a source of real 
gratification to the management. 





Associated Indemnity Corporation 
Enters Minnesota 
The Associated Indemnity Corporation of 
San Francisco has made application to write 
casualty lines in the State of Minnesota. 
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Sunderlin on Automobile Insurance 

During the last fifteen years one of the 
greatest of the nation’s industries, that of 
automobile manufacture and sale, has developed 
hazards against which the insurance companies 
have provided huge amounts of indemnity. The 
principal risks covered are fire, theft, collision, 
conversion, embezzlement, transportation, public 
liability and property damage, and these are 
treated from the legal viewpoint in Sunderlin 
on Automobile Insurance. This extensive and 
comprehensive work, written by Charles A. 
Sunderlin, A.B., LL.B., of the Los Angeles 
bar, author of Sunderlin on Fire Insurance, 
etc., and lecturer on insurance at the University 
of Southern California, embraces more than 600 
pages of up-to-date information, and has just 
been published by Matthew Bender & Company, 
Inc. 

Among the general subjects treated in this 
valuable law work are the following: State 
Regulation; Insurable Interest; Construction of 
the Policy; Agency and Brokerage; Waiver 
and Estoppel; Premium; Representations and 
Warranties; Title and Ownership; Risks and 
Causes; Mortgage Interest; Negligence; Valued 
Policies; Cancellation; Insurer’s Liability; 
Notice and Proof of Loss; Appraisal; Arbitra- 
tion and Award; Subrogation; Procedure; Fire 
Insurance; Theft Insurance; Collision Insur- 
ance; Conversion or Embezzlement Insurance ; 
Transportation Insurance, and Mutual Asso- 
ciations and Reciprocals. 

There is also a table of cases and a well 
arranged index, so that the information given 
in the book may be readily located for refer- 
ence. 

The author has been very careful to make the 
work exceedingly useful by means of headnotes 
and section outlines, which indicate the prin- 
ciples involved and the rules of law, so that 
the practitioner can find the law applying to his 
case at a glance, often without reading the text 
to ascertain whether it is applicable or not. II- 
lustrative cases have been completely digested 
and sufficient facts and principles are presented 
to enable the reader to determine, without ref- 
erence to the cases, whether they are pertinent 
or not. 

Automobile legislation has grown very greatly 
in recent years and hundreds of bills have 
been introduced, and many passed, relating to 
such subjects as compulsory automobile in- 
surance, financial responsibility, etc. 

Sunderlin on Automobile Insurance, furnishes 
a valuable brief on practically every question 
arising in the law of automobile insurance, 
and should be readily available in every in- 
surance or law library. It is substantially 
bound, and may be procured through The 
Spectator Company at $10 per copy. 


Alliance Casualty Expands 
The Alliance Casualty Company has en- 
larged its New York office at 87 Maiden Lane 
and now occupies the first three floors and base- 
ment of the building. The entire third floor of 
the Maiden Lane building was taken over. 
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Nat'l] Bureau Announces 
New Plate Glass Manual 


Premium Reductions Will Re- 
sult After December 1 
When It Is Effective 


Book Is Simplified Throughout 


Rate for Covering Glass in Closed 
Passenger Cars Is Lowered; 
Revise Policy 








An entirely new plate glass manual for com- 
panies comprising the National Bureau of 
Casualty and Surety Underwriters has been 
announced by the Bureau and will become 
effective December 1. In the compilation of 
this new and simplified manual the National 
Bureau reviewed the entire glass situation and 
its scientific aspect readily fits the situation. 
It was designed to reduce premiums, especially 
on the larger plates of glass. 

The principle changes in the new book are 
as follows: 

The table rates have been completely revised, 
substantially reducing the rates on the larger 
size plates, 

The territorial differentials have been rounded 
off so that they are easy of application. 

All glass has been divided into eight classes, 
the rates for which are clearly set forth in a 
single table occupying two pages. 

The rates for glass in arcades, corridors 
and lobbies have been reduced about one-half. 
This also applies to glass in street entrances 
which are situated over six feet back from 
the front plates. 

Provision is made for writing three-year 
policies at two and one-half times the annual 
premium for prepaid policies and at a discount 
of 10 per cent for instalment payments. 

Rate for covering glass in closed private 
passenger cars has been reduced. 

Glass and lettering and ornamentation on 
glass, which is now insured on a valuation 
basis at a flat rate, is now subject to State, 
city and zone differentials. In this way the 
exposure hazard is more closely measured. 


Along with the manual the companies have 
revised the glass policy. All exclusions (ex- 
cept that relating to loss by fire) have been 
deleted and the insuring public in effect will 
now have an all-loss policy. 

It is expected that the new manual and policy 
will effect a radical change in the glass nsur- 
ance field. 


All the profit realized on three million pounds 
of candy goes into premiums on the various 
kinds of insurance required by Loft, Inc., it 
was disclosed by H. T. E. Beardsley, president 
of H. T. E. Beardsley Inc., insurance brokers, 
at a dinner conference with the candy manu- 
facturing executives, held at the Army & Navy 
Club last night. 
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THE INSURANCE YEAR BOOK 


SERVICE tor 1929—1930 


FIFTY-SEVENTH ANNUAL ISSUE 


For over half a century The Insurance Year Book has been relied 

upon as an accurate and comprehensive source of information, and 
has been and is justly regarded asthe greatest encyclopedia of insurance 
statistics in the world. With the continued annual expansion in all 
branches of the insurance business, The Insurance Year Book has grown 


from one small volume until it is now published in 


Three Volumes, Comprising Some 4,000 Pages 


devoted respectively to LIFE INSURANCE, FIRE AND MARINE 
INSURANCE and CASUALTY, SURETY and MISCELLANEOUS 


INSURANCE 


In addition to the standard statistical history a prose history of 
each company from organization to date is given, including capital 
changes, surplus contributions, dividends, changes in control, changes 
in plan, kinds of policies written, ,etc. 


EACH VOLUME Is COMPLETE IN ITSELF 


LIFE VOLUME 


(Subscribers are also entitled 
to Special Confidential Reports) 


Reports of Life Insurance Companies 
—Historical Data. 

Statutory Requirements. 

Statistical History. 

Compendium of Official Life Insur- 
ance Reports. 

Statistics of Foreign Companies. 

Canadian Department. 

Business by States. 

Stipulated Premium, Assessment and 
Fraternal Insurance. 

Directory of Insurance Agents, Law- 
yers and Medical Examiners. 





BRIEF OUTLINE OF CONTENTS 


CASUALTY, SURETY AND MIS- 
CELLANEOUS VOLUME 


(Subscribers are also entitled to Bulletins 
and Special Confidential Reports) 


Reports of Casualty, Surety and 
Miscellaneous Insurance Com- 
panies—Historical Data. 

Statistical Tables. 

Classified Premiums, Losses and 
Expenses. 

Business by States. 

Liability and Workmen’s Compensa- 
tion Insurance Laws and Statistics. 

Premiums, Losses, Commissions and 
Expenses by Classes for Five 
Years. 

Directory of Insuramee Agents, Law- 
yers and Medical Examiners. 





FIRE AND MARINE VOLUME 


(Subecribers are also entitied to Bulletins 
and Special Confidential Reports) 


Reports of Fire Insurance Companies 
—Historical Data. 


Short Rate Tables. 

Statistics of Fire Insurance Business. 
Classification of Premiums and Losses 
Retired Companies. 

Underwriters’ Organizations. 

Foreign Insurance Companies. 
Marine Insurance Data. 


Fire Departments and Water Supply. 
(In towns of over 2,000 population) 


Directory of Insurance Agents, Law- 
yers and Adjusters. 


PRICES: 

Life Insurance Volume................... $20 Fire and Marine Insurance Volume............ $20 
(Including Special Confidential Reports) (Including Bulletins and Special Confidential Reports) 
Casualty, Surety and Miscellaneous In- | Either Two Volumes, ordered together......... 35 

(Including Bulletins and Special Confidential Reports) All Three Volumes, ordered together........... 50 


Sent postpaid to any address in the United States, or any country in the Postal Union (except Great Britain), on receipt 
of price; to other countries, extra cost of postage added. Customs charges added. 





THE SPECTATOR COMPANY 


INSURANCE EXCHANGE 
CHICAGO 


PUBLISHERS 


243 WEST 39th STREET 
NEW YORK 
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premium income was slightly over 2000 pounds 

and the total assets 5000 pounds. 

He told how he got up and said to his Scotch 
friends seated around the shareholders’ table: 
“Gentlemen, we have just completed our first 
year. Some day we will be the greatest com- 
pany inthe world.” And, said Mr. Norie-Mil- 
ler, “there was not a bit of applause.” 

Mr. Richardson again took the rostrum and 
told of the giant strides that the General Acci- 
dent had made; how the assets of the United 
States branch had doubled in the last five years 
from between $11,000,000 and $12,000,000 :o 
between $22,000,000 and $23,000,000. He 
pointed out that in 1915, the assets of the Gen- 
eral’s United States branch were about $2,800,- 
000 and today were ten times that. 

He gave credit for this remarkable showing 
to his co-workers and especially to J. F. Mit- 
chell, assistant United States manager, and 
John Grady, manager of the New York branch. 
He said that the spirit of co-operation and of 
friendship had made this splendid record pos- 
sible. 

He went on to say that the casualty business 
today faced a different state of affairs from any- 
thing it had to face in the past. The large num- 
ber of new companies with the resulting stiffer 
competition was largely responsible. 

He said that the growth of the casualty 
business in the United States in recent years 
has been phonomenal, increasing five-fold in the 
last thirteen years. He remarked that with 
such a “spring growth” that there was bound 
to be a lull and that the agents should not be 
needlessly alarmed over the present decline as 
that within two, or three years at the most, 
conditions will be straightened out. 

Mr. Mitchell, who was the last speaker at 
the morning session of the opening day’s pro- 
gram, related that some months ago the Gen- 
eral Accident classified its automobile business 
as it did its accident business to ascertain 





Frederick Richardson 
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General Accident’s Anniversary 


(Continued from page 37) 


whether the use of the automobile in occupa- 
tions had any effect on the loss ratio. The 
company, he said, found that it did and that 
clerks (office duties only), shop hands (factory 
duties only), bankers, brokers, skilled artisans, 
teachers, professors (educators of all kinds), 
dentists, chiropractors, etc., were profitable 
while auditors, inspectors, insurance agents and 
salesmen were very much worse. 

He declared that he believed that there was no 
doubt but what the financial responsibility law, 
now in effect in eleven States, will be adopted 
in all the States and that the agent who is best 
organized will get the business. 

Following the two-hour morning session, the 
agents had luncheon at the hotel. After lunch 
cars were waiting to take those who wanted to 
play golf to the Aronomink Country Club and 
the others on a drive to historic Valley Forge. 
In the evening they were guests at a dinner at 
the country club where entertainment took the 
place of after-dinner speeches. 

Friday morning’s business session was a very 
informal gathering, virtually the entire period 
being turned over to the agents for remarks 
from the floor. The discussion was so interest- 
ing that only the fact that the agents had to 
catch the special train for Atlanic Ciy and had 
to have luncheon beforehand forced adjourn- 
ment. 

It opened with Mr. Richardson introducing 
those agents who had been with the company 
for twenty-five years or more. Two were pres- 
ent who had been with the United States branch 
of the General the entire thirty years. They 
were M. L. Hanly, of Columbus, O., and T. E. 
Henry, of Ashtabula, O. 

Those who were with the company twenty- 
five years or more were W. E. Barton, of 
Indianapolis ; T. Grant Slaughter, of Louisville ; 
W. B. Burnett, of Rochester, N. Y.; Meeker, 
Magner, Co., of Chicago. 

Directors Hood, Howe, Ogilbie, Judge 
Hoehling, and Secretary Phillips (who Mr. 
Richardson described as “the General’s Am- 
bassador to Washington’), of the Potomac 
Fire, running mate of the General, were present 
at Friday’s session. 

Winners in Thursday’s golf tournament were 
Parks Hunt, of Atlanta, first prize; W. H. 
Kean, of Providence, second prize, and Fred 
Ivey, of New Orleans, third prize, 

That the General Accident may hold a 
centennial celebration either in this country or 
in Scotland in 1931 was indicated when one 
of the agents brought to Mr. Norie-Miller’s 
attention the fact that although the General 
was really only 44 years old, its original charter 
was dated 1831. 

In the informal discussion by the agents at 
Friday morning’s session of the General Acci- 
dent convention, a number of the men suggested 
that the General Accident enter the surety 
field and round out its miscellaneous insurance 
coverages. 

At the conclusion of the impromptu remarks, 








F. Norie-Miller 


Mr. Norie-Miller and Mr. Richardson declared 
that the company had been considering this 
subject and stated that the General may enter 
the surety field sometime in the future. 


What was acclaimed one of the highlights 
of Friday morning’s session at the General 
Accident Convention were the inpromptu 
remarks of Harry A. Koch, president of the 
Harry A. Koch Company, of Omaha, Neb. 

Mr. Koch said that his agency last year 
thought they were cracker-jack salesmen be- 
cause they had the business insurance on so 
many firms. However, in checking up they 
discovered that, while they carried the business 
insurance, they did not have the personal in- 
surance and that they immediately began to 
plan to get that business. 

He said that for the last year his agency 
has been using the radio for advertising. Mr. 
Koch remarked that he makes talks of from 
one to three minutes in duration and while 
he had been unable to trace any direct results 
from it, he felt that it was money well spent 
as his agency was getting much advertising 
from it and that the talks on the “save-a-life 
campaign” had brought in hundreds of letters. 

However, the most important part of his 
talk came when he said that in the drive to 
get the personal business, his agency was now 
running a school for twenty-five high school 
lads. The youths were carefully selected and, 
after they had been determined upon, the boys 
wer each interviewed at their homes. 

He said that the city was now being districted 
and that when the school was completed, each 
youth would be given a district in the vicinity 
of his home, and where he was known, for 
canvassing after-school-hours on personal in- 
surance such as burglary, accident, etc. 

Commenting on Mr. Koch’s talk, Mr. Richard- 
son remarked that ninety per cent of the 
money in the United States was spent by 
women and that one of the best selling fields 
was the house-to-house canvass. 
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Industrial Accidents Climb 
in August 





Baltimore Survey Shows Sharp 
Decline in September; August 
Mishaps More Severe 

BALTIMORE, Oct. 28.—The number of days 
lost by workers in 78 local industrial plants 
during the month of September was only a little 
more than one-third as great as the corre- 
sponding figure for August, according to a 
report of the Baltimore Safety Council. 

This is in spite of the fact that there were 
more accidents during the latter month. The 
difference in the number of days lost is ac- 
counted for by the fact that the August acci- 
dents were more severe. 

Workers lost 25,259 days because of accidents 
during August and only 8,742 in September. 
There were 159 accidents in the former month 
and 186 in the latter. Both were lower than 
the July figure of 208. 

The largest item in the list of accident causes 
for each month is the “handling of objects,” 
according to the report. These accounted for 
53 accidents in September, 58 in August and 
75 in July. 

Of the 78 plants affiliated with the council, 
29 operated without accidents during September. 
These plants employ a total of 34,625 persons, 
working 7,290,703 hours per month. 


New Amsterdam Casualty Company 
Announces Appointments 

BALTIMoRE, October 28.—C. Sewell Weech, 
assistant secretary of the New Amsterdam 
Casualty Company, announces the appointment 
of Karl Preston as field representative of the 
Chicago office. Mr. Preston was formerly con- 
nected with the St. Louis branch of the com- 
pany as chief auditor and inspector. 

Mr. Weech also announced the appointment 
of Carl Hofmann as chief of the Syracuse, 
N. Y., service office. The office was started on 
the first of the month to assist agents operating 
in Central New York territory. Mr. Hofmann, 
who has been doing field work in the territory, 
was connected with the home office here for 
several years, previous to taking up field service 
work. 


United States F. & G. Wins Big 
Verdict 

KaLAMaAzoo, Micu., Oct. 21—A judgment 
for $19,059.76, one of the largest judgments 
ever allowed in this county, was awarded the 
United States Fidelity and Surety in Kalama- 
zoo county circuit court here last week in its 
action against David C. Byers. 

Judge George V. Weimer allowed the judg- 
ment after an uncontested hearing. The surety 
company’s counsel stated that the defendant had 
confessed the judgment in writing and had con- 
sented to its entry. The company stated in its 
bill of complaint that it had acted as surety for 
Byers, doing a contracting business, under an 
agreement under which Byers agreed to indem- 
nify the carrier for all damages, costs, and 
charges the company might sustain through act- 
ing as surety. 
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Missouri State Agents Buy Bank 


St. Louis, Mo., Oct. 27.—Control of the 
Guaranty Bank and Trust Company, 1501 
Locust street, has been acquired from Caldwell 
& Company of Nashville, Tenn., by Robert C. 
Newman, ace producer of the Missouri State 
Life Insurance Company and a group of asso- 
ciates who are prominent in the boot and shoe 
and leather business. 

The deal is said to have involved $200.000 
and included about 1000 shares of stock. Stock 
purchased from other persons gives Newman 
and his group more than 1,200 of the 2,000 
shares of the bank’s stock. 

M. E. Singleton, former president of the 
Missouri State Life Insurance Company, or- 


ganized the bank in 1925. It was originally 
known as the Insurance Bank. It had $250,000 
capital and surplus. 

In 1928 a trust department was organized 
and the name was changed to Guaranty Bank 
& Trust Company. In a report made on 
October 4, 1929, the bank had $200,000 capital, 
$82,029.28 in surplus, profits and reserves and 
deposits of $2,413,617.86. Its banking quarters 
are on the ground floor of the Missouri State 
Life Insurance Company’s home office building. 

Newman has been with the Missouri State 
Life Insurance Company since 1915 and for 
many years has been the leading personal 
producer for that company. 











“Equitable 
in Practice 
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EQUITABLE 
Casualty and Surety Co. 


JOHN L. MEE, President 


as in Name” 


“Tell me, Mary, do you carry 
insurance on your car?” 

“I certainly do, Sara. I 
wouldn’t be without it, espe- 
cially since it’s so easy to pay 
for on that new budget plan 
I told you about.’’* 


As an entering wedge to new 
business, our Automobile Insur- 
ance Budget Plan is of the utmost 
value to agents and brokers. It 
is our contribution to the better- 
ment of your service to policy- 
holders and applies to liability, 
property damage and _ collision 
risks. 


Fieldmen dealing with this com- 
pany find their problems sym- 
pathetically understood and 
promptly and carefully considered 
because our home-office executives 
are fully experienced and are 
agency-minded to the utmost de- 
gree. 


*Mr. John L. Mee, Pres. 
Equitable Casualty & Surety Co. 
2 Lafayette St. 

New York City. 


Dear Mr. Mee: : 


I am interested in learning 
more about the ‘‘Automobile Pre- 
mium Budget Plan’’ you have 
originated and about the advan- 
tages of your company. 


Name 
Address 
$2 
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A POLICY YOU CAN SELL! 





Our Company offers complete protection 


$5,000 
ALL IN ONE POLICY 








Ee $ 5,000 
Dey eonidantal Meath... ...ccccccccccccens 10,000 
Certain accidental deaths.................. 15,000 


Accident Benefits $50 per WEEK 
for fifty-two weeks. 
$25 per WEEK thereafter 
Disability Income, Waiver of 
Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value— 
low premiums; age 35, $19.91 per $1,000. Endow- 
ment age, 85—Juveniles, age 10 years and upward 
—Monthly Income—Non-medical. 

Insures and assures your client’s future and yours. 


Are you interested in an agency? Our Vice-Pres- 
ident, Eugene E. Reed, will tell you all about it. 
Write him direct—and directly. 


UNITED LIFE 
AND ACCIDENT INSURANCE CO. 


Concord, 
New Hampshire 


INQUIRE! 








, 
| sucenserun ANSWERS TO | 
C. L. U. DEGREE QUESTIONS 


The Question and Answer Series of the Chartered Life 
Underwriters’ Examination published in five installments in 
THE INSURANCE FIELD, aroused such intense interest 
throughout the country that in response to the many re- 
quests from our subscribers, we have reprinted it in book- 
let form. 


32 pages, 6” x 9”, crammed with absorbing fundamentals 
of the life insurance business, including Life Insurance 
Salesmanship, Commercial and Insurance Law, Finance 
and General Educational features. 


This series does not purport to show perfect answers to 
each question, nor to indicate that the answers presented 
were the best that appeared on any paper, but rather to give 
representative answers. Many of the questions and prob- 
lems involved the use of judgment on the part of the can- 
didate. Accordingly, no hard and fast solution could be 
expected. Credit was given for the reasonableness of a 
candidate’s answer and the intelligence with which he ap- 
plied his knowledge. 


Single copy $1.00, postpaid 








Discount on quantity orders 


Send Your Order to 


THE INSURANCE FIELD CO. 


Louisville, Ky. 


P. O. Box 617 
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Insurance 
In Force 


Over 
$137 ,000,000 














Harry L. Seay, 
President 


Clarence E. Linz, 
V. P. & Treas. 


H. B. Seay, 
Vice President 


P. N. Thevenet, 
V. P. & Secty. 

P. V. Montgomery, 

V. P. & Actuary 


HOME OFFICE . DALLAS. TEXAS }chis 





1824 


Over A Century Old 
UNITED STATES FIRE 


INSURANCE COMPANY 


Home Office 
110 William Street, New York City 














for IN DIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


COMMONWEALTH LIFE INSURANCE CO. 
LOUISVILLE, KY. 





























EQUITABLE LIFE INSURANCE COMPANY 
Home Office: Washington, D. C. 


Henry P. Blair, President Allen C. Clark, Secretary 
Joseph Sanders, Vice-President Gilbert A. Clark, Actuary 


ATTRACTIVE OPPORTUNITIES 


For men with clean past records, in 


DELAWARE, MARYLAND, OHIO, W. VIRGINIA and 
DISTRICT OF COLUMBIA 


Up-to-Date ORDINARY and INDUSTRIAL Policies 


For further information, write 
William A. Bennett, Vice-Pres. and Gen. Mgr. 
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Canadian Air Traffic Rules Issued 


First Decade of Post War Flying Shows Vast Amount 
of Civil Operation While Commercial Leads With 
1,000,000 Miles for First 6 Months 


about 1,000,000 miles were flown by these oper- 


Orrawa, Can., Oct. 27——The Aeronautics 
Act for the administration of aeronautics in 
Canada became law on the 6th of June, 1919. 
This form of organization continued till July 
1, 1927, when, with the increasing importance 
and growth of both civil aviation and civil 
government operations and their gradual diver- 
gence from the purely military duties of the 
Air Force, a change in both administration and 
organization became effective ‘on the above 
mentioned date. The first decade of post war 
flying has, therefore, closed with the end of 
1928. 

The control by the Department of National 
Defence under the Act of July, 1927, marks 
a new and most important era in the promo- 
tion of sound and safe flying. Under this 
Act the Department has made necessary regu- 
lations regarding the licensing of planes and 
pilots engaged in interprovincial aviation and 
has issued air traffic rules applicable to all. 

Canada is now doing a vast amount of civil 
flying which may be divided into three broad 
classes: Air transport—scheduled operations 
over regular routes (mail, express and passen- 
gers); commercial air service—such as taxi 
service, photography and mapping, over-city 
rides, tours, etc.; and private flying—including 
pleasure aviation and the travel of business 
men using airplanes in their daily affairs. 

In 1928 the total aircraft mileage, including 
Ontario provincial Air Service and light aero- 
plane clubs, was 2,728,414, an increase of 224 
per cent over 1927. The passengers carried 
in 1928 were 74,669 compared with 18,932 in 
1927. The pounds of express or freight car- 
ried in 1928 were 2,404,682, an increase of 56 
per cent over 1927, and the pounds of mail 
in 1928 were 316,631, compared with 14,684 
pounds in 1927. 

By far the greatest volume in flying in Canada 
has been done in the Commercial Air Service 
class. During the first six months of 1929 


ators. Doubtless 1929 figures, when available, 
will greatly exceed those of 1928. This phase 
of commercial flying has settled down into solid 
business. 

During 1928 very wide-spread air mail serv- 
ices were inaugurated serving northern, south- 
ern, eastern and western parts of the Dominion. 
These services will gradually be linked up 
extending a complete chain of air services 
throughout the Dominion. Sixty-one new air 
beacons are being erected along the air mail 
route in Western Canada and Southern Ontario. 
These beacons will insure safe night-flying on 
the trans-prairie airmail route. 

Eighteen accidents occurred during 1928 in- 
volving the death of 6 pilots, 11 passengers 
and the serious injury of 2 pilots and 5 pas- 
sengers. During the first six months of 1929, 
eleven accidents occurred involving the death 
of 6 pilots, 5 passengers and the injury of 6 
pilots and 2 passengers. 

The time is not far distant when aircraft 
insurance will assume a major place in the 
business. The rates of premiums indicated 
below are based on one aircraft one pilot and 
a different proportion naturally affects the rates. 
They are for one year and only approximate, 
each risk being rated separately and every effort 
being made to give credit for safety factors. 
The coverage are as follows: 

Fire: (a) Fire under all circumstances and 
transportation, 544% to 8%; (b) fire on ground 
only, 3% to 5%; (c) fire on ground and in 
the air, but excluding fire following accidental 
damage the result of collision, 314% to 54%%. 

Accidental damage: For normal risks vary 
from 9% to 20%; constructive total loss rates 
vary from 5% to 10%; tornado, cyclone, or 
windstorm, the deductible stipulated is usually 
only one-half the amount in the case of acci- 
dental damage, rates vary from %4 of 1% to 3%. 

Theft, robbery or pilferage: The usual de- 














Passenger carrying planes have taken a major part in the commercial air transport busi- 


ness of both Canada and the United States. 


The plane pictured above is the DO-X, 


recently in flight with 169 passengers 
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ductible stipulated is $25. The rates vary from 
% of 1% to % of 1%. 

Public liability and property damage: Ex- 
cluding flights in connection with public ex- 
hibitions of flying, as to which the public is 
charged admission. 


Public liability limits Low Medium High 
enieaeamads seg in all $95.00 $120.00 $144.00 
Ci, 
Property damage limits 
i $72.00 $90.00 $108.00 


$1,000 in all 
&e. 


Legal liability in respect to passengers: The 
normal rate for one year per aircraft on the 
basis of an indemnity of $10,000 per passenger 
is 3% of the aggregate liability less a certain 
discount depending upon the number of pas- 
sengers the aircraft is capable of taking safely. 

Compensation and employers’ liability: Rates 
of premium in accordance with the Workmen’s 
Compensation Manual. 


Ausurn, Inp., Oct. 28.—Collision insurance © 
rates on the new Cord front drive car have 
been set by the Board of Underwriters at the 
lowest figure of any car in its price class. 

These rates were placed following exhaustive 
tests in the Underwriters’ laboratories and 
were based on the small amount of damage that 
could be done to the vital parts of the car 
in head-on collisions and similar accidents. 

The exceptional construction of the Cord 
front drive chassis frame, the ample protection 
of the large tubular, seamless front axle to 
the gears and other parts made this low rate 
possible, N. E. McDarby, director of sales, 
said in comment. 


SOUTHERN SURETY 
CO. OF NEW YORK 


General Offices 
9th & OLIVE STS. ST.LOUIS, MO. 








Admitted Assets 


911,500,000.00 


We Solicit and Write: 
Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Automobile and Burglary 
Insurance. 





Let the Southern Serve You 
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Prominent Agents and Brokers 























































LEON IRWIN & CO., Inc, New Orleans, Inc. | 


Representing 












Actuarial 





Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 
Calculations Consultations 
tions Valuations 
NEW YORK 


Audits 


28 CHURCH STREET 


| MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Baer Building, 36 W. 44th St. 
NEW YORK 








WOODWARD, FONDILLER and RYAN 


ING ACTUARIES 

INSURANCE ACCOUNTANTS 
Harwood E. Ryan 
Richard Fondiller 
Jonathan G. Sharp 








75 Fulton St. 
New York 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 











JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE — Ren noone Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bldg., Nashville, Tenn. 
site 

















|HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Kansas City 





SAMUEL BARNETT 
CONSULTING ACTUARY 


INSURANCE LAWYER 


1131 Candler Bldg. ATLANTA, GA. 


Actuarial 


Independent Adjuster 








FRANK M. SPEAKMAN 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employee's 
Benefit and Pension Funds 


28 SPRUCE ST. NEW YORK 





JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


ERSTON L. MARSHALL 


CONSULTING ACTUARY 
919 Hubbell Building 
DES MOINES, IOWA 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg. 





OKLAHOMA CITY, OKLA. 














Consulting Actuary 
Associates 
Fred E. Swarts, C. P. A. 
W. L. Clayton 


E. P. Higgins 
THE BOURSE PHILADELPHIA 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 


SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
penne American Institute of Actuaries, 
Associate, Say i Institute of Actuaries. 
MAJOR E. P. S. ALLEN, D. S. O., 
Associate, yet. Society of America. 


PIPE & ALLEN 


nsulting Actuaries 


Con 
1711-1712 Metropolitan Bidg., Torontc, Ont. 




















R. M. MESSICK 


Consulting Actuary and Adjuster 


Flatiron Building 
DENVER, COLORADO 
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ALEXANDER C. GOOD 


Consulting Actuary 
404 R. A. Long Bldg. 


Tel. No. Harrison 4899 
Kansas City, Mo. 











SRST SNA SAT 


ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—Dominion Charter 


Claim Adjusters for Insurance Companies 
UNDER ALL POLICIES 


HEAD OFFICE: 


4865 St. John St., Montreal 
Telephone Main 3300-2607 
11 Mountain Hill, Quebec City 


BRANCH OFFICE: 

















CHICAGO 



























PRODUCING PERMANENT 


POLICYHOLDERS 


Embracing Sales Plans of 
144 Leading Life Underwriters 
This valuable new salesmanship book is 
divided into two parts, one designed especially 
for inexperienced life insurance solicitors, and 
the other for experienced life underwriters. 
The chapter titles are: 
PART ONE—FOR THE INEXPERIENCED 
AGENT 
Intelligent Prospect- Closing the Transac- 


ing tion 
Common Sense Ap-_ Selling Insurance to 


proach 
Meeting Objections Nailing Lapses at 
‘with a Smile Their Source 
Things to Know—Some to Forget 


PART TWO—FOR THE EXPERIENCED 


UNDERWRITER 
Setting a Definite Ideas Off the Beaten 


oa. Path 
Keeping Old Con- Programming Insur- 
tracts Bright 


Cracking Some Hard New Plans of Pro- 

Nuts tection 

Agency Building and Claims Service 
Producing Permanent Policyholders 
sets forth many proved plans and business- 
getting experiences of men who have made 
outstanding records in the life insurance busi- 
ness and are thus qualified to offer sound 
advice and suggestions to others. 


This practical work is substantially 
bound in cloth and contains 224 pages 


Price, $2 


THE SPECTATOR COMPANY 
NEW YORK 


omen 











Liability of Automobile Users 
for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 


PRICES 


Single copy, 50 cents 
12 copies.... 4.80 50 copies. 16.25 
2 6 . 875 100 * .. 36.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Bankers Forgery Bonds 





Are Now Continuous Rather 
Than Annual Contracts 


Bankers Request Gratified 





American Bankers Association Insur- 
ance Committee Reports on 
Change 





New York, Oct. 27.—The bankers limited 
forgery bond has been made a continuous in- 
stead of an annual contract through the efforts 
of the American Bankers Association Insurance 
Committee during the past year, according to 
a report issued by W. F. Keyser, the chairman. 
This important change was brought about 
through a series of conferences between the 
committee and the Surety Association’s com- 
mittee gathered to discuss forgery risks, Mr. 
Keyser says. 

Another change resulting from the confer- 
ences was the extension of the “discovery clause” 
in both the limited form and the bankers blanket 
forgery and alteration bond from one year 
after cashing, paying or extending credit on the 
forged instrument to 12 months after can- 
cellation or termination of the bond, the report 
states. In addition, the blanket form was made 
concurrent with other bonds covering the same 
loss, whereas it formerly furnished only excess 
insurance. 

“While these revisions are all for the benefit 
of the insured, a most important forgery cover- 
age given in clause (D) of bankers blanket 
bond ‘Standard Form No. 8 Revised’ is not 
included in either the limited or blanket forgery 
bond,” Mr. Keyser continues. “Our committee 
contended strongly for coverage of checks bear- 
ing the payee’s forged endorsement. We were 
advised that the underwriters were opposed 
to giving this coverage to an unrestricted extent, 
but at our last joint conference the Surety 
Association’s committee agreed to consider the 
covering of genuine checks bearing forged en- 
dorsements of the payees, when such checks 
are accepted for collection and paid by the 
drawees before withdrawals are permitted by 
the insured bank. 


Indemnity Company of America 
Moves Home Office 

Kansas City, Mo., Oct. 27.—The home office 
of the Indemnity Company of America has 
been moved from St. Louis and is occupying 
the entire second floor of the Kirkwood Build- 
ing, 18th and McGee streets. 

This St. Louis company was purchased last 
June by a group of Kansas City men headed 
by Fred W. Fleming, president of the Central 
Surety and Insurance Corporation of Kansas 
City. The company was founded in 1917 and 
is now operating in twelve western States. 
P. O. Draper is president of the reorganized 
company; Sam G. Parks, secretary, and M. 
G. Heim, treasurer. Fred W. Fleming is chair- 
man of the executive committee. 
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The Story of a Liverpool 
Cheroot 

AtLantic City, Oct. 25.—In telling of 
his first meeting with F. Norie-Miiler, 
general manager of the General Accident 
Fire and Life Assurance Corp. of Perth, 
Scotiand, Frederick Richardson, United 
States manager of the company revealed 
tonight at the banquet of the company’s 
thirtieth anniversary of its entrance into 
the United States, how the company had 
almost lost its United States manager. 

It was thirty-seven years ago, he re- 
lated, and he was 16 years old at the 
time. He was in the Liverpool office of 
the General Accident and was junior 
clerk, office boy, underwriter—“I did 
everything but sweep up.” 

Mr. Norie-Miller interrupted to remark 
“some staff.’ Mr. Richardson repeated 
the “some staff” except that each, accented 
the two words differently. 

He told how Mr. Norie-Miller had 
visited the office to see Mr. MacPherson 
the manager. And how he had patted 
him on the head and said, “My boy, work 
hard and maybe some day you'll be gen- 
eral manager.” “Of course,” said Mr. 
Richardson, “he didn’t mean it.” 

“And,” continued Mr. Richardson, “he 
told me to work hard for my $1.50 a 
week—if it will prove any encouragement 
to young men, I might say that I started 
in for $1.50 a week—and that maybe he’d 
raise me to $2 a week. Then he asked 
me if I wouldn’t carry his bag to the 
station. 

“After he had taken his farewell of 
Mr. MacPherson, he gave me a shilling 
and said, ‘Here, my boy, buy yourself 
a cigar.’ I was a pale-faced lad in those 
days and I had never smoked a cigar. 
If I had taken his advice, the United 
States branch would have lost a general 
manager for I most certainly would have 
passed out.” 











Canadian Auto Production on Sharp 
Decline 

September production of automobiles in Can- 
ada, for the fifth month in succession, was less 
than in the preceding month. September figures 
showed a recession of 3 per cent from the total 
number of cars produced in August, and were 
35 per cent less than the 21,193 cars made in 
September 1928. 

For the nine months ending September the 
production of automobiles in Canada numbered 
233,853 cars or only 4 per cent under the 
242,382 cars reported for the full twelve months 
of 1928. Output during the nine months period 
of 1928 aggregated 202,652 cars. 

The apparent consumption of automobiles in 
Canada during the month of September amount- 
ed to 9,002 cars. For the year to date the ap- 
parent consumption totalled 199,153. During 
the first nine months of this year 40,592 cars 
were imported and 81,652. were exported. 
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Open Field for Local 
Agents 





Few Private Residences Carry 
Liability Insurance 
Policies 





Baltimore Officials Opinion 





Experience Shows That This Line 
Once Sold Finds a Ready 
Renewability 





BALtTimMorE, October 26.—Private residences 
provide a fertile field for liability insurance, ac- 
cording to C. E. Herget, in charge of the com- 
pensation and liability department of the Mary- 
land Casualty Company. 

“There are thousands of them which are unin- 
sured, because the owners or occupants do not 
realize or appreciate the needs for such pro- 
tection, which can be secured at a low cost,” he 
said. 

“The coverage once sold practically renews it- 
self automatically and it not infrequently acts as 
an entree for other and larger lines of insur- 
ance. 

“To home-owners liability insurance on their 
residences is as necessary as fire insurance, be- 
cause without it their entire savings of many 
years may be lost as the result of a single acci- 
dent for which they may be held liable. 

“Liability insurance on residences should not 
be hard to sell. Once the coverage has been 
thoroughly explained, -including the cost of it, 
a person with ordinary intelligence will realize 
the importance of carrying it. Fire insurance is 
sold with very little solicitation because home- 
owners see the need for it, and yet such a loss 
cannot be greater than the value of the property 
insured. A fire loss is fixed amount. Owners 
and occupants, however, are assuming even a 
greater liability for loss by not protecting them- 
selves against accidents occurring in or on the 
premises of their homes. 

“Costly accidents have happened as the result 
of slippery sidewalks, defective pavements, root 
projections, cornices, sidewalk objects, falling 
trees, slippery floors, biting dogs, falling shut- 
ters and an innumerable variety of other causes. 
It is impossible to estimate the cost of such ac- 
cidents. They often cause judgments in excess 
of a home-owner’s savings, his automobile and 
home.” 


PHILADELPHIA, Oct. 28.—At a meeting of 
the executive committee of the Philadelphia 
Casualty Underwriters last week, resolutions 
were adopted on the death of Sydney H. Pool, 
who was one of organizers of the organization, 
and embossed copies are being sent to Mrs. Pool. 











“The Insurance Man’s Restaurant’’ 


46 GOLD STREET 


Between Fulton and John Streets 
New York City Phone Beekman 9991 
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Chicken ‘Thieves Beware 





’ 
Poultrymen’s Mutual Protective Or- 
ganized in Michigan. by Promi- 
nent Chicken Fanciers 

LansinG, Micu., Oct. 28.—A unique carrier 
has just been licensed in Michigan, a mutual, 
devoted exclusively to insuring the growers of 
poultry against the depredation of chicken 
thieves. 

The mutual is organizing in an entirely se- 
rious spirit, and it evidently will canvas the 
entire State for business, as a good part of the 
territory surrounding the company’s headquar- 
ters at Zeeland has already been covered and 
considerable business obtained. The carrier is 
to be known as the Poultrymen’s Mutual Pro- 
tective Association, and it is organized under the 
general mutual law. Its president is Robert 
Pool, and its secretary, A. Van Koevering, both 
of Zeeland. 

Department officials see no reason why the 
new carrier should not operate on a sound basis, 
as the risk, casual survey would indicate, is not 
as great as that assumed by most casualty car- 
riers. Chicken thefts, while worrisome to the 
poultry industry, and occasionally rather disas- 
trous to some grower, do not actually run up 
any great volume annually, it is believed. 
Whether or not the rates will vary according 
to locality, increasing in areas having a large 
colored or college student population, has not 
been stated. 

Farmers insuring with the mutual must keep 
their coops locked nights and must screen them, 
thus retarding the activities of would be thieves 
materially. In order to keep track of their 
flocks and detect any losses, each insured is be- 
ing provided with a card on which the results 
of a census taken once a week or so may be 
tabulated. 


The Post Magazine Almanack 

The 1929-1930 edition of the Post Magazine 
Almanack has been published by the Post 
Magazine and Insurance Monitor Limited. This 
standard British publication this year contains 
over 500 pages of diversified information and 
is substantially bound in cloth. 

Among other statistics are presented life 
business of British colonial and foreign offices 
in 1926-1927; total new life assurance, 1916- 
1927; fire, accident and marine business, 1913- 
1927; statistics for 1928 of various classes of 
insurance companies; profit and loss accounts; 
who’s who; British companies in Canada and 
the United States; classes of business trans- 
acted by the various companies; lists of amal- 
gamated and liquidated companies; an insur- 
ance directory giving much information about 
each company; a list of underwriters’ asso- 
ciations ; members of important actuarial bodies ; 
premium and annuity rates; colonial and foreign 
reinsurance companies; the figures of the prin- 
cipal continental insurance companies, and other 
interesting information. The Post Magazine 
Almanack may be procured through The Spec- 
tator Company at $4 per copy. 
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Practical Salesmanship 

A very helpful work for the salesman and 
one which ought to be of much value to the 
man with field experience, as well as to the 
novice, is the new book written by Williamson 
L. Barnhart, and published by The Ronald 
Press Company, entitled Practical Salesman- 
ship. Mr. Barnhart, late resident vice-president 
of The National Surety Company, New York, 
is widely known throughout the field of in- 
surance and suretyship, and has made a re- 
markable record as a salesman and as a 
trainer of salesmen. His book gives the 
essentials of principles and practice in a form 
hoth vital and definite which can be readily 
assimilated and used by the working salesman. 

As to this excellent volume, Vice-President 
J. A. Cochrane, of The National Surety Com- 
pany, says: “If you are lazy, indifferent, care- 
less, or have an acute belief of intellectuality, 
even this book won’t help you! On the other 
hand, if you are industrious, earnest, careful, 
and have proper respect for the other fellow’s 
ideas and experience, then this volume will 
quickly prove its value.” 

Part one deals with The Salesman’s Stock-in- 
Trade, and the chapter headings of this part 
are: What Is Salesmanship?; What Is Means 
by “Practical Salesmanship’?; Applying Mo- 
tion Study; The Professional Attitude; Health; 
Clothing; Voice; Bearing; Elimination of Fear. 

Part two is entitled, The Sure Fire Formula 
of Sales Success, and deals with the importance 
of the right mental attitude in relation to the 
prospect’s need, the product, the salesman’s 
work, the sale, and the prospect. 

The third part discloses the steps to be 
taken in the master salesman’s sale, and tells 
of his preparations for the interview and his 
method of approaching the prospect, how suc- 
cessful sales demonstraticns are made, and how 
the sale is closed. 

Part four tells methods of answering excuses 
and objections. 

This notable book embraces 266 pages, in- 
cluding index, is well bound, and sells at $3.50 
per copy. 


“Special Delivery” Service 

The First National Insurance Company of 
America, of Troy, Ala., is featuring a “special 
service insurance plan” whereby a policy is paid 
the day the insured dies. The policy has a check 
for a substantial amount attached made payable 
to the beneficiary. 

A number of undertakers of Alabama, mem- 
bers of the Alabama Funeral Directors As- 
sociation, are part owner of the company. The 
policy is described as one paying off “Just 
When You Need It Most.” 


Pan-American News 
L. D. Henderson has been appointed District 
Manager for the Pan-American Life Insurance 
Company at Palestine, Texas. Mr. Henderson 
was formerly a school teacher and was also en- 
gaged in farming. 
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E. J. Donegan Joins General 
Surety Company 





Will Also Be Vice-President of State 
Title & Mortgage and National 
American 

It was announced this week that E. J. Done- 
gan, first vice-president and general counsel of 
the Metropolitan Casualty Insurance Company, 
had resigned in order to become affiliated with 
the General Surety Company as executive vice- 
president, and will assume the management of 
that company’s affairs on November 2. Mr. 
Donegan will also become vice-president of the 
State Title & Mortgage Co., and the National 
American Co. Though his resignation has been 
accepted by the Metropolitan Casualty, Mr. 
Donegan will continue on the company’s board 
for some time. 

Mr. Donegan held the office of general coun- 
sel for the United States Fidelity & Guaranty 
Company for some years and, in 1923, when 
the Metropolitan Casualty was acquired by the 
United States Fidelity & Guaranty, which he 
affected, he brought about its reorganization 
from a single line to a full multiple line com- 
pany. He also served as general counsel for 
the Metropolitan Casualty, as well as a member 
of its board, until it was sold by the United 
States Fidelity & Guaranty in October, 1924, to 
interests headed by President J. Schofield Rowe. 
In 1926 Mr. Donegan rejoined the Metropolitan 
Casualty as its general counsel and, in 1927, 
was elected vice-president. 


Mississippi Commissioner Holds Up 
Stock Sale 

Jackson, Miss., Oct. 4—Three proposed in- 
surance companies have been denied the right 
to sell stock in Mississippi until they can con- 
form to the rulings of Ben S. Lowry, insur- 
ance commissioner. 

The companies are Delta National, of Clarks- 
dale, with a proposed capital and surplus of 
$500,000, which is headed by J. W. Gray; the 
National Security Mutual, of Jackson, promoted 
by Charles T. Haist and A. E. Hudson, and 
the Mississippi Fidelity Guaranty & Title In- 
surance Company, of Jackson, represented by 
Attorney J. D. Slater, of Clarksdale. 

In the case of the two life insurance compa- 
nies, Commissioner Lowry insists that the appli- 
cation for stock certificates include a provision 
printed in bold type, stating whether the 15 per 
cent allowed for organization expenses is to be 
returned to the subscriber in the event the com- 
pany fails to sell the minimum of stock neces- 
sary to gain admission and write business, or to 
be retained by the promoters. 

In the case of the title insurance company, 
the commissioner has construed the Belk law 
passed by the legislature in 1928 against the 
company. The law permits the sale of no par 
value common stock, and Mr. Lowry is of the 
opinion that this does not apply to insurance 
companies. This company proposes to issue 
200,000 shares of common, without par value, 
and $500,000 of six per cent preferred. 
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2,000,000 
New Prospects 
Every Year 


Two million babies born every year—two million new 
prospects for NWNL fieldmen, whose kits are stocked with 
a complete array of policies for children, providing cover- 
age from birth. 

NWNL offers six juvenile policies—participating and 
non-participating. And every Child’s policy sold opens the 
door to more business for the agent. 

A new Baby Health Service available to NWNL fieldmen, 


allows NWNL agents to sell these contracts under especially 


favorable circumstances. 


POLICIES FOR CHILDREN: 


Child’s Educational Endowment Maturing at Age 138— 
Child’s 20 Year Endowment—Child’s 20 Payment Endow- 
ment at Age 85—Participating and non-participating forms 
of each. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD. pacswent 


STRONG~- MinneapolisMinn. ~ LIBERAL 

















WE WANT MEN 
—men who are self-con- 
fident— 
—men who are morally 
dependable— 
—men who are finan- 
cially responsible— 
—men who are anxious 
to accomplish results— 


—men who are open to Partnership-basis 
Agencies 


LIFE HEALTH ACCIDENT 


THE OHIO STATE LIFE INSURANCE COMPANY 
Celumbus, Ohio 
Standard Swb-Stondard Super-Standard 


























General Agency positions open at 


CUMBERLAND ROCKVILLE 
FREDERICK WESTMINSTER 
HAGERSTOWN 
Excellent Territory—Special Direct Contract 
Whole-hearted Home Office Cooperation. 


George Washington Life Insurance Co. 


Charleston, West Virginia 





Life Insurance Library 
of Six Books 


LIFE INSURANCE: ITS ECONOMIC 
and SOCIAL RELATIONS 


A Series of Comprehensive and Specialized Insurance 
Studies Edited by Dr. Solomon S. Huebner 


Six of the books in this informative series have now 
been issued, as follows: 


THE ECONOMICS OF LIFE INSURANCE 


By Dr. S.S. Huebner. The fundamental volume in the series, develop- 
ing a new conception of the economic function of life insurance. 


WILLS, TRUSTS AND ESTATES 


By James L. Madden. A discussion of the basic principles that apply 
to the building of a sound insurance estate. 


TAXATION 


By beans J J. Loman. An analysis of the connection between life insur- 
ance and taxation, particularly for use of insurance salesmen, tax attor- 
neys and tax accountants. 


THE LAW OF SALESMANSHIP 


By E. Paul Huttinger. On the legal aspects of a salesman’s respon- 
sibility both to his company and to his client. 


EDUCATION AND PHILANTHROPY 
By John A. Stevenson. A study of the im t relation o1 life insure 
ance to the fields of education and cutcueee. 

THE SOCIOLOGY OF LIFE INSURANCE 


By the late Edward A. Woods. Concerning the vital bearing of life 
insurance upon the numerous problems of sociology and social workers. 


The remaining book of the series, not yet published, is entitled 


SAVING, CREDIT AND INVESTMENT 


A Dr. S. S. Huebner and James L. Madden. Discusses the ways in 
which life insurance serves the insured in the fields of finance. (In press) 


PRICE, each volume, $2.50 
Orders will be promptly filled by 


THE SPECTATOR COMPANY 


Insurance Exchange 243 West 39th Street 
CHICAGO NEW YORK 























PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, Eng- 
land, whose long list of publications on fire, life, marine and other 
branches of insurance embrace the most valuable and standard trea- 
tises on these subjects. Send Ten Cent Stamp for Catalogue. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORE 




















KEYSTONE INDEMNITY EXCHANGE 


PARTICIPATING AUTOMOBILE INSURANCE 


110 SOUTH 16th STREET, PHILADELPHIA, PA. 


LOCAL AGENTS WANTED 


FIRE, THEFT, COLLISION, PROPERTY DAMAGE, PUBLIC LIABILITY 




















Good policies, good service and a 
real good company 


CONTINENTAL CASUALTY COMPANY 
CONTINENTAL ASSURANCE COMPANY 


910 So. Michigan Avenue 
Chicago 
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